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FINANCIAL STATEMENT 


December 31, 1930 











ASSETS 
Government, Municipal, and Other Bonds $ 781,672.00 
Bank and Other Stocks 1,102,854.00 
Loans . 1,430,997.83 
Real Estate 513,920.15 
Interest Due and Accrued 71,273.58 
Cash in Company’s Office and in Banks 560,970.15 
Uncollected Premiums Not Overdue 415,745.44 
Due from Other Insurance Companies 82,748.47 
Admitted Assets $4,960,181.62 
LIABILITIES 
Reserve for Unearned Premiums $3,081,745.83 
Reserve for Losses 367,658.00 
Reserve for Taxes and Expenses 109,479.02 
Emergency Reserve $ 200,000.00 
Net Surplus 1,201,298.77 
Surplus to Policyholders 1,401,298.77 
Total Liabilities and Surplus $4,960,181.62 





Organized 1848 


LeRoy Ohio 


The Ohio Farmers Insurance Company owns and operates the Ohio 


Farmers Indemnity Company, a casualty insurance running mate 
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This Week: 


@. How To Build a Debit? Answer this 
question for a great many industrial life 
insurance men and there is nothing more 
to be said. Admittedly it is a large order, 
but at least we are able to pass on to you 
the experience of one successful superin- 


tendent who tells “How I Did It.” 


* * * 


«FE. S. Anderson, manager of the adver- 
tising department of the Citizens Insurance 
Company of New Jersey, has some definite 
and worthwhile ideas about Collections. 
Included in an article on this subject is a 
recommendation that Fire and Casualty 
4gents be more careful in the matter of 
Selection. 
* * * 


@ Inaugurating a new Selling Series. The 
first of several articles by W. E. Cox, who 
takes both new and old salesmen through 
a step by step analysis of a successful sales 
program, 


Next Week: 


@.A monthly calendar for the guidance of 
fire and casualty agents throughout the 
month of March. 


* * * 


@A wealth of informative material on 
sprinkler leakage insurance, the suggested 
feature coverage for March. Includes a 
general article descriptive of the coverage, 
hints on soliciting the line, a model sales 
letter, and suggestions for advertising. 


* * * 


@ Something about public liability. The 
possibilities of this line as an important 
premium-builder for casualty agents are 


discussed. 
* * * 


@. Life insurance agents will be interested 
in a discussion of the sociological aspects 
of their profession. 





Lessons from Lincoln 


ee LINCOLN grew through adversity. 
The story of his life contains mere inspirational 
material for the insurance agent than is available in 
any other chapter in American history. His supreme 
honesty, and his faith in the righteousness of the 
cause to which he devoted his life, won for him the 
love and support of a nation and the admiration of 
his opponents. 

His kindly humanism, his untiring perseverance 
in his fight for what he believed to be right, and his 
modest — even humble — attitude when victory 
marked his cause, shine as an eternal beacon light in 
a world that still needs and profits from the lessons 
he taught. 

Lincoln was a many sided man. A multiple of vir- 
tues endeared him to all classes of mankind; a stand- 
ard of character made him a rallying point for di- 
vergent minds. When forebodings and pessimism 
gripped the minds of this divided nation, his calm 
and sane guidance gave direction where panic ruled, 
and brought out of chaos order. 

If we in the insurance business during the present 
crisis will be equally strong in our faith—believe life 
insurance to be as essential to human happiness as 
the principles Lincoln fought for—and believe in the 
fundamental rightness of all other forms of insurance 
which safeguard the integrity of the home and busi- 
ness, and if we will dedicate our every waking hour 
to hard work in the same manner that Lincoln did, 
then we may expect the same glorious success that 
crowned his efforts. 

Abraham Lincoln was never a_ fair-weather 
worker. He fought against adversity all his life and 
he met with many temporary defeats. Never, how- 
ever, did he bow to the will of circumstance. Secure 
in the rightness of his convictions he persevered and 


won. His lesson will live forever. 
Bae se 
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LIFE insurance trusts have 
A Modern played an important part in the 
Trend development of the life insur- 


ance business during the past 
few years and undoubtedly will grow in volume and 
in influence as time goes on. A great many life un- 
derwriters, sensing this modern trend, are devoting 
their talents to the improvement of this service to 
their clientele; still more are studying the possibil- 
ities thus offered. All of which makes the subject 
particularly rich in educational value, a point by no 
means overlooked by many publications devoted to 
the interests of life insurance production. The cur- 
rent issue of Life Association News, the official organ 
of the National Association of Life Underwriters, 
offers a striking example of this work. This number 
is devoted especially to life insurance trusts and con- 
tains articles written by a number of leading life un- 
derwriters and trust officers. From its modern cover 
to the end of its eighty-eight pages, this publication 
deserves the attention of all progressive life insur- 
ance students. 


+ . . 


FIFTY thousand, five hundred 
and ten members of the Ameri- 
can Expeditionary Force were 
killed in action and died of 
wounds during eighteen months of the World War. 
During the past eighteen months 50,900, or 390 more 
than that figure, were killed in automobile accidents 
in the United States. 

The Travelers Insurance Company, Hartford, has 
just issued a 50 page pamphlet containing figures and 
charts, in addition to much valuable explanatory mat- 
ter on the subject, of motor vehicles and it is from 
this source, the accuracy of which cannot be ques- 
tioned, that we quote the above statement. 

The title for this compilation of statistics, “Worse 
Than War,” is well chosen. Such an appalling loss 
of life is a disgrace to the whole country. During 
the year 1930 not only were 32,500 men, women and 
children killed in motor vehicle accidents but not far 
from a million others were injured because of them. 
Year by year the number of these fatal accidents is 
increasing. For a five year period, ended 1920, the 
total was 52,760. During the next five years 88,998 
were killed and for the five years ended December 
31, 1930, there were 141,041. 

What can be done about it? Much is being at- 
tempted. The Travelers as well as other insurance 
companies for years have conducted campaigns to 
educate a strangely unresponsive public. In his re- 
cent address at Pittsburgh, James A. Beha, manager 
of the National Bureau of Casualty & Surety Under- 
writers, stressed the fact that this great organization 
is giving more and more attention to the prevention 


Worse Than 
War 


Editorial 





With the Editors 





of automobile accidents, particularly in safety educa- 
tion in the schools. There are many other instances 
that might be cited. 

But in the face of this constantly mounting loss of 
life and limb, a great percentage of which easily 
could be prevented, there is need for added and even 
more energetic effort to lessen it. The individual 
must be impressed with his responsibility to observe 
the slogan “safety first.” Motorist and pedestrians 
alike are unduly heedless, too willing to take a 
chance, reckless of their own lives and inconsiderate 
of the lives of others. 

It seems unbelievable that during the past year and 
a half more people were killed in our country because 
of motor vehicle accidents than were killed among 
our millions of soldiers in the Great War. It must 
be believed because it is true. 

* * * 

OF particular interest this year 
New and Retired is Tue Sprcrator’s annual 
Companies in 1930 tabulation of new and retired 
companies in the fire insurance 
field which appears on another page in this issue. This 
list bears out much of what has been written and 
said about the sharp decline in the volume of new 
capital flowing into the fire insurance business and 
the corresponding tendency of many smaller, or 

affiliated, carriers to consolidate or merge. 

The list shows that only ten new stock fire insur- 
ance companies were organized or projected in 1930 
and of these there is but one, the Fire Insurance 
Company of Chicago, which is capitalized at $1,000,- 
000 or more. This is in decided contrast to the year 
1929 when 61 stock fire insurance companies were 
organized or projected, among which were 13 carriers 
boasting a capital of $1,000,000 or more. To go back 
a year further, the records show that in 1928, 100 
stock fire insurance companies were organized or 
projected, one quarter of them beginning business 
with a capital of $1,000,000 or more. 

Significant, too, is the number of retirements in 
1930. Twenty stock companies are listed under this 
heading, 16 of which were merged or reinsured, 5 
placed in receivership, and 2 dissolved or liquidated. 
Opposed to this is the 1929 record which listed only 
4 retirements. 

The mutuals, Lloyds and reciprocals show similar 
experience although it is interesting to note that 17 
mutual companies were organized or projected in 
1930. Most of these were farm or hail organizations. 

The list is an accurate fullfillment of the prophecies 
made when the widespread economic depression was 
planted plumb in the midst of unprecedented expan- 
sion in the fire insurance field. There is a strong pos- 
sibility that such deflation will prove, eventually, to 
be all for the good. 
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ASUELIVE THIRDPARTY SMOKES 





HAVEN’T much use for the horde 

of writers who parade their own 
affairs before the public—-particularly 
when they write, sooner and better, the 
things I’d like to say of myself. And 
still, I have this to say about the party 
who described me as “the picture of 
health” after I tried to impress upon 
him that I, too, suffered, and who said 
it was lucky he carried no gun: He 
carries one now. It is to be coffee and 
pistols for two at dawn. And, to prove 
the extent of my own aches, I hope he 
wins. 

* * * 

HIS persiflage, of course, is merely 

introductory to a serious thought, 
because, having found my light 
thoughts very light indeed, I invariably 
hasten to anchor fast to the rock of 
seriousness. Why cannot a “1931 
Health Forward March” movement be 
launched? Why must people—and the 
well ones are the worst offenders—brag 
about their pains? Oh, I suppose most 
any amateur psychologist could answer 
these questions. The natural, animal 
hunger for sympathy; the craving for 
admiration, etc. Because when a man 
shows up at his job and tells you that 
his temperature practically exploded 
the thermometer, or lies about not hav- 
ing closed his eyes until half past five 
this morning, the assumption that he 
is of superior fortitude is plain. But 
why not make it smart and admirable 
to be healthy? 

* * * 

HAVE a notion that epidemics, like 

panics, are pretty much man made. 
Let a flock of flu germs get a start in 
any community and every second per- 
son will greet you with sickness talk. 
To give a proper background to the 
theme both parties punctuate their 
lamentations with labored coughs. 
Naturally the subject becomes as per- 
sonal as a tooth-brush before the con- 
versation ends and both say adieu just 
a little more receptive to illness than 
before. Thus proceeds an endless chain 
of the most insidious non-resistance 


propaganda. 
ok a * 


S for getting each his fair share 

of sympathy, everyone has learned 
that the old Southern general was right 
when he said that the man wins who 
“gets thar fustest with the mostest 
men.” And so they try to get thar 
fustest with the mostest groans. I got 
there too late last week. And I hadn’t 
slept a wink in four nights. As a mat- 
ter of fact, the doctor said my strong 
constitution, alone, saved me. 
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N those days when I, like the lad 

in the Webster cartoons, believed 
everything I was told, I used to hear 
about kidnapping and was warned by 
parents and friends to beware of 
strangers. The sad story of Charlie 
Ross was already a legend, a healthy 
and enduring legend because every 
once in a while some person would 
claim that he was the long lost Charlie. 
For some reason or other, why I do 
not know, I always associated that un- 
fortunate boy with another lad fre- 
quently heard mentioned, a miserable 
little prig named, I believe, Charlie 
Reed. Of him it was said, or he was 
reported to have said: 


“T’ll never use tobacco. No!” 

Said little Charlie Reed 

“It hurts the health, it makes bad 
breath 

’Tis very bad indeed. 

I’ll never, never use it. No!” 

Said little Charlie Reed.” 


+ * * 


ALWAYS felt he well deserved to 

be kidnapped. But in these more 
modern days kidnapping appears to 
have developed into something more 
than the snatching away from their 
homes and playmates of defenseless 
little boys. We hear of mature men, 
men of influence and property, being 
kidnapped. It has become another of 
the many rackets. 


* * * 


O much so, in fact, that some in- 
surance companies, perhaps the 
majority of them, will now attach, for 
a reasonable premium, an endorsement 
to a holdup policy which provides that 
in the event that any custodian, while 
outside the premises insured, shall after 
such premises are closed for business, 
be compelled under threat of violence 
to return and give admittance thereto 
to others, or in the event of his being 
forcibly detained elsewhere, to furnish 
such others with information for or 
means of gaining admittance thereto, 
a stipulated amount of insurance shall 
cover loss occasioned by the stealing 
of the property insured under the 
policy, by such others from within the 
premises, provided that the loss shall 
be the direct result of such acts and 
shall occur before the premises shall 
have been reopened on the next suc- 
ceeding business day for the regular 
transaction of business. 
Paymasters, jewelers and many oth- 
ers, I should imagine, might recognize 
the value of such protection. 


UNCHING with an_ insurance 
friend the other day, I asked 
dutifully : 
“What’s new on the Street?” 
“Don’t remind me,” said he. “Let’s 
talk about something else.” 
So we did. 
of * * 
E talked about books and both 
agreed that “They Told Barron” 
was a racy, informative diary and that 
the conversations recorded therein re- 
minded us of nothing so much as the 
gossip and reminiscence bandied back 
and forth in an insurance convention 
hotel room at about 1.15 a. m.... 
We both agreed, too, that Ben Hecht’s 
“A Jew in Love” was a dirty, dirty 
book and he told me that “The Lives 
of a Bengal Lancer,” which I haven’t 
read, is a fascinating yarn except for 
some very murky pages about the Yogi 
and Hindu philosophy. ... And then 
he said, “What do you think of Sinclair 
Lewis winning the Nobel Prize?” and 
I said by way of reply that if I owned 
a newspaper I’d make Lewis my star 
reporter but I’d never let him write 
any of the editorials. . . . It turned out 
that our hearts beat as one in affection 
for “Hard Lines” by Ogden Nash, only 
I claimed that it was easy stuff to 
write, and he said, “It only looks easy,” 
and I said “No, it is easy. See, I’ll 
make one up on the spot.” 


Alas, not all stenographers are sirens 
In the vicinity of William Street and 


its environs. 
But he said that only proved his point. 
* ok * 
E talked about plays and decided 
WW that “The New Yorkers” was a 
good show in spite of its vulgarity 
and that “Three’s a Crowd” is a good 
show because of its vulgarity. .. . “On 
the Spot” we thought was Class A. 
* * *x 
E spoke of music and I told him 
what secret pleasure it was for 
me to hear Sascha Gorodnitski thrill 
a packed house at Carnegie Hall with 
the very compositions he had played 
on my little piano when he was an 
unknown. ... So he chipped in with 
the news that he’d heard Deems Tay- 
lor’s new opera “Peter Ibbetson” and 
that to his ears opera in English 
always sounded ridiculous. “I once 
heard ‘Madame Butterfly’ in English,” 
he said, “and it was very amusing to 
hear the fat tenor sing, ‘Give me a 
drink of whiskey’,” and so, he sang 
the measure to show me how funny it 
was, and the waiter, hearing him, 
promptly brought him one. . . . It was 
that kind of restaurant. 



















W. E. Cox 


@ In this and succeeding issues of THE 
Spectator will appear a series of ar- 
ticles based on field tested and proved 
selling aids for the life underwriter. 


* * * 


@ The author, W. E. Cox, is well 
known both as a writer and a@ success- 
ful producer and as one who has quali- 
fied in a varied life insurance experience. 
He has contributed articles to Forbes 
Vagazine, The Managers Magazine and 
to several other contemporary insurance 


journals. 
* * + 


@ Mr. Cox is a special agent with the 
Prudential Insurance Company, at Pitts- 
burgh. The material to be published 
now for the first time has been success- 
fully used by the author and by many 
of his associates and we are confident 
that it will prove as helpful to readers 


of this magazine. 


* * * 


@ The articles vary in content all the 
way from a short inspirational intro- 
ductory to detailed discussion of Needs, 
Types of Coverage, Meeting the Pros- 
pect, and Closing the Sale. A series of 
questionnaires will be printed from time 
to time which will enable the reader to 
keep a check .on the progress he has 
made toward complete assimilation of 
the lessons presented. 


* * * 


@ Many insurance men, both old and 
new to the business, have requested Mr. 
Cox to have his material put in pub- 
lished form and now that it has been 
made available every agent should be 
certain to read the articles and file the 
issues away for future reference. 


Educational 











Sales Help 


Underwriter 


for the Life 


Article Number One of a Series Which 
Will Present a Finely Drawn Picture 
of The Complete Life Insurance Sale 


By W. E. Cox 





| Your Mountain 


mn 


want 





UR multiple, complex Ameri- 

can Life calls for many spe- 

cialists—men who are highly 
skilled in one line or profession. Years 
of sacrifice and study are necessary 
in order to attain a high degree of 
specialization. Such men have but 
slight knowledge of other lines of busi- 
ness. Chemists, surgeons, various kinds 
of engineers may be so classed. 

A secondary class of advisory spe- 
cialists has been developed. They are 
skilled and know the fundamentals of 
many lines of business. Bankers, gen- 
eral practitioners of law, and life un- 
derwriters may well come within the 
meaning of this advisory class. 

Yet, to each class, there is a Moun- 
tain. What is their plan? Each class 
works from a base—starts from an age 
old idea and constantly seeks to im- 
prove on the methods used. Each lives 
on the assumption that unborn ideas 
are parading in review, awaiting to 
be born, and the development of a new 
idea will in turn bring recognition and 
rewards. 


Correct Data Needed 


Many men, capably fitted for selling 
work, would enter the ranks if some 
concrete data were placed before them 
so they might start and quickly begin 
to earn financial returns. Such or- 
ganized data can come only through 
well planned study and work. Time 
properly used is an essential factor. 
Some learn quickly, while others plod 
along secure in the thought that victory 
will be theirs. 

A great part of selling is the repeat- 
ing by “rote” of something that has 
already been said. To some, selling is 
a carefully planned battle; to others, it 
is a mechanical process. The most suc- 
cessful Life Underwriter is the one 
who knows his goods and objection 
answers by heart. 

Each Life Underwriter 
skilled on four points: 


must be 


. Know how to plan and work. 
. Know how and what to say. 
Have a complete knowledge. 


~- On 


. Know what his goods will do. 

A doctor buys a carload of books— 
studies them, absorbs the salient parts, 
files the books and then buys another 
earload for study. A lawyer does the 
same. Both know that new knowledge 
is necessary and money must be re- 
invested in their business. Such helps 
to overcome their mountain. 

A train makes ready for its run. 
You purchase a ticket and approaching 
the engineer ask, “Do you know all 
about this engine?” The reply is “No.” 
You point out certain mechanical de- 
vices and ask what they are for. Each 
question brings the reply “I don’t 
know.” ‘Then you ask the engineer, 
“What do you know?” And he answers, 
“This is the throttle, when there is 
steam in the boiler I release the brakes, 
pull here, the train starts and gathers 
speed. When I want to stop, the 
throttle is closed, brakes applied and 
the train comes to a_ standstill.” 
Cynically you look at the engineer, re- 
tract your steps, cancel the purchased 
ticket and complete your journey on a 
competitive railroad. Why? In case 
of an emergency, your future was at 
stake. You were afraid. 

All Life Underwriters must know 
their goods. They must learn how to 
find prospects, gain an attentive ear— 
present their plan and close the busi- 
ness. 

Much study is necessary and con- 
tinual practice through the medium of 
work will be one of the governing 
factors in the climb to the top of your 
Mountain. 

* * * 


“IT am a great believer in Luck—The 
harder I work, the more of it I seem 
to have.” Coleman Cox. 
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Dedication of Lincolh Museum 


Impressive Collection of Historical 
Data Made Available Through Foundation 
Sponsored By Lincoln National Lite 


\ ; 71TH the possession of an out- 
standing collection of Lincoln 
literature, the Lincoln His- 
torical Research Foundation of Fort 
Wayne, Ind., dedicated its Lincoln 
library and museum on the eve of 
Lincoln’s birthday, February 11. This 
is one of the most unique memorials 
to Abraham Lincoln in the country. 
The purpose of establishing the founda- 
tion has been to encourage and foster 
a better insight into the life and ac- 
tions of the martyred President. 

The collection consists of an assem- 
blage of Lincoln books, pamphlets, let- 
ters, documents, contemporaneous man- 
uscripts, and curios. During 1930 two 
remarkable collections of Lincolniana 
were published: the Daniel Fish li- 
brary at Minneapolis, Minn., and the 
David H. Griffith collection. 

Judge Fish, one of the original “Big 
Five” Lincoln collectors and the first 
Lincoln bibliographer of note, formed 
a library known throughout the United 
States. The Griffith collection, though 
not so well known, but in some respects 
a more remarkable one than that 
gathered by Fish, proves to be an ex- 
cellent supplement to the Fish library. 
The salient feature of the material as- 
sembled by Griffith was the enormous 
amount of newspapers and magazines 
containing Lincoln items. This literally 
ran into tons. 

For many years the officials of the 
Lincoln National Life Insurance Com- 
pany have sensed the fitness of dedi- 





LINCOLN’S HUMOR 


“Lincoln had the keenest sense 
of humor, and always saw the 
laughable side, even of disaster,” 
said Robert Ingersoll. “In his hu- 
mor there was logic and the best 
of sense. Such was it that he 
could tell even unpleasant truths 
as charmingly as most men can 
tell the things we wish to hear.” 

Once when he interrupted a 
Cabinet discussion with his whim- 
sical—“that reminds me of a 
story”—one of the members pro- 
tested stoutly about his joking 
attitude at such a serious time, to 
which Lincoln replied: 

“I say to you now that were it 
not for this occasional vent I 
should die!” 











Arthur F. Hall, Donator of the Brady 


Photograph of President Lincoln 








HAPPINESS RECIPE 


Lincoln’s rules for living were: 
“Don’t worry; eat three square 
meals a day; say your prayers; 
be courteous to your creditors; 
keep your digestion good; steer 
clear of biliousness; exercise; go 
slow and go easy. Maybe there 
are other things that your special 
case requires to make you happy, 
but, my friend, these I reckon 
will give you a good lift.” 





























STAYED WITH IT 


One day while walking along a 
dusty road in Illinois in his cir- 
cuit days, Lincoln was overtaken 
by a stranger driving to town. 

“Will you have the goodness to 
take my overcoat to town for 
me?” asked Lincoln. 

“With pleasure, but how will 
you get it again?” 

“Oh, very readily. I intend to 
remain in it,” was Lincoln’s quick 
reply. 





cating a fitting memorial to Abraham 
Lincoln in recognition of the privilege 
of using the Lincoln name as a com- 
pany emblem. Curios connected with 
Lincoln’s life have been gathered from 
time to time. The famous Brady photo- 
graph of the President, which was pre- 
sented to Arthur F. Hall, president 
of the Lincoln National, at the time he 
organized the company, twenty-five 
years ago, forms the nucleus of the 
collection. Such items as the original 
Pickett bronze plaque, a replica of the 
Lincoln bust by Volk, also many por- 
traits and other material have been 
gathered. 

The interest which hundreds of Lin- 
coln students are taking in the work 
of the foundation was evinced at the 
dedication of the museum and library, 
when one of the largest gatherings of 
noted Lincoln students ever assembled 
attended the ceremony. 

The Foundation, which is endowed 
by the company and directed by Dr. 
Louis A. Warren, in addition to its 
many other activities, publishes a bul- 
letin, Lincoln Lore, containing inter- 
esting bits of history and comment on 
the life of the Great Emancipator. 
This publication during recent weeks 
has printed a number of Lincoln’s let- 
ters, correspondence of his contempo- 
raries, and a vast amount of historical 
data and anecdote. Some of this ma- 
terial is displayed in boxes on this 
page, together with bits from Life 
With Lincoln. 





OVER THE TOP 


A humorous incident concern- 
ing his lack of military science is 
reiated by a 1ecent viograpner. 
His company, marching twenty 
men abreast, came to a narrow 
gate through which they had to 
pass. Captain Lincoln did not 
know how to give the order to 
form in single file, and the order 
probably wouldn’t have been un- 
derstood anyway; so when the 
company came to the gate, he 
shouted out that they should dis- 
band for two minutes and form in 
marching order on the other side 
of the fence. The boys leaped 
over the fence, or went through 
the gate, or whichever way they 
pleased, and were soon in order 
again and marching on their way. 
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How to Build a Debit 


Select Men Who are Capable of Enthusiasm 


for Life Insurance Selling, Train Them 


Properly and, Finally, Supervise all the Time 


By WILLIAM C. Morton 


Superintendent, National Life and Accident Insurance Company 


HE new debit man, on entering 

the business is confronted with the 

problem of making a success of 
his chosen work. And the fact that 
so few succeed should give rise to a 
great deal of serious thought. For 
several days, I have been asking my- 
self the following questions, trying to 
answer them: Why do we have such 
a large turnover in the business? Why 
do so many men fail and so few men 
make a success of the business? Is it 
the new agent’s fault or does the fault 
rest with his superintendent or his 
manager, or him, or all three? What 
methods could be devised whereby more 
men could make a success of the busi- 
ness? Is there not room for making a 
decided improvement in the business 
the same as in any other profession? 
How can we attract a higher type of 
men to the business? What should an 
agent know in order to succeed? What 
natural equipment should he possess? 
How long should it take him to get to 
be a producer? What assistance does 
he need? How soon should he be 
turned loose on his “own hook”? How 
long should he be kept in the service 
with a small record? How soon should 
he be able to demonstrate his ability 
to “put it over’? 


Things to Stress 


These and many other questions as a 
superintendent, I have been asking my- 
self, and the answers that I have been 
able to arrive at, are given here, as 
I have worked them out in my own 
experience, with the assistance of the 
superintendent I had while an agent, 
together with the manager I also had, 
and also the manager I had since being 
a superintendent. They are the things 
I have tried to stress to the men who 
have worked on my staff. 

During the time I have been a super- 
intendent, I have had only three finals, 
and the reason I have noted are as 
follows: First, agent number one had 
as much ability as I ever had if not 
more but he was not “sold” on white 
life business, and would not apply him- 
self as he should. He was a great 
in the office meetings, and 
frequently boasted of his ability to 


booster 
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write Ordinary, and he knew al!l the 
fine intricate matters about the busi- 
ness as well, if not better, than any man 
I ever saw. But, HE WOULD NOT 
WORK. So, after quite a long trial, 
with practically no visible results, even 
in the face of my liking for him, and 
my inexperience in a _ supervisory 
capacity, we had to part company. 
Everything was done that the manager 
and I knew to do, but all without avail. 
Finally, he and we thought best to 
make a change. The only regret I 
now have is that I did not assert my 
leadership sooner. 


He Lacked “Punch” 


The second man failed because he 
did not have the thing it takes to make 
a success in the business. He was a 
high type boy, with a good personality, 
but was lacking in “punch.” This time, 
I profited from my former experience, 
and finalled him before he stayed too 


long. 


The third final I had was the same 
as the first one. It was the case of 
a man having plenty of ability, the 
knack of making friends, and holding 
them, but simply would not apply him- 
self. Why neither of these two men 
cared to work, I have never been able 
to ‘understand. Both had children 
dependent upon them, had good debits 
in excellent condition, where business 
was comparatively easy to write. 

About these men, I asked myself 
these questions: Do they fail because 
I do not appeal to their pride as I 
should? Do they dislike to work under 
me? Would they have succeeded under 
some other superintendent? How much 
of the blame of their failure could be 
placed upon my own shoulders and how 
much upon theirs? I am certainly 
happy to state that my conscience is 
entirely clear on the matter. I went 
with them. I worked side by side with 
them. I worked with them day and 
night, and never refused them assist- 
ance when they called upon me but 
they would not work when I left them. 

My advice to any person who has 
a place as superintendent, or whatever 
the title is, get such men off your staff. 
The sooner the better. Any grown 








As a superintendent the 
| author has had only three 


—\ 


finals. He analyses the 

failure of these three men 

and applied the lessons 

learned to the training of 
new men. | 
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man who has responsibility on his 
shoulders and will not work and who 
is always wanting some one to “help” 
them and will not try to help them- 
selves is in the wrong business. 

In reference to the heading of this 
article, the best way that I know how 
to answer the problem is from my own 
personal experience and the experience 
of others. The same thing that it took 
to build the debit I had as an agent, 
has also enabled me to build a fairly 
good staff debit in a reasonable length 
of time, and “yet we are just started.” 
The longer we work at it, the bigger 
we intend to build it. But here is 
the way that we go about it. 

First—Believe in the business. No 
man can get very far in any business 
in which he does not believe. It is 
true that he may do all right for 
awhile, but he can not make a perma- 
nent success because he will be a busi- 
ness hypocrite. Before I went in the 
business, I hesitated a good while, 
because I had not become thoroughly 
sold on the proposition. In fact, when 
I first took a debit, I was not sold. 


Sold on Trial 


I went into it more or less ten- 
tatively, with the understanding that 
if I liked it all right after a certain 
length of time, I would then give it my 
best. I fell in love with the idea of 
calling at people’s homes, marking up 
their books to correspond with mine, 
and greeting them from time to time. 
The longer I pursued the business, the 
more I found I loved it. But it did 
not become a sacred work with me 
until one day, I called at a home on 
my debit where they had two of the 
loveliest little children, I ever saw and 
where I was able to persuade them to 
buy two twenty-five cent whole life 
policies. 

They paid one month on each of 
them. When I delivered them they 
paid me another month. Then, when 
they fell due the next time, they paid 
six weeks and before the premium fell 
due the next time, the lovely little gir! 
ate some ice cream that poisoned her 
and she died suddenly. They gave me 

(Concluded on page 21) 
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Collection?-—Why Not Selection? 


Apply Department Store Credit Rules to the 


Solicitation of Fire and Casualty Business 


By E. S. ANDERSON 


Manager Advertising Dept., Citizens Insurance Company 


ERSPECTIVE is largely a matter 
P of location. The small boy, minus 

the “four-bits” requisite for a seat 
in the bleachers, knows that he can 
view a reasonably complete section of 
the ball grounds if he can screw his 
eye close to a convenient knothole in 
the ten-foot fence. 

He also knows that he won’t see 
Casey strike out, with two on bases, if 
he stands off ten feet and eyes the 
knothole, yet that is just about the 
standoffish position all too many insur- 
ance agents are taking today as they 
face the obstacles between them and— 
collections. 

What they need is a better perspec- 
tive! Perhaps it would not be amiss to 
examine the perspective of successful 
men in the business and out of it. 

To illustrate: In the course of the 
customary preliminary - to - the - game 
conversation that invariably precedes a 
mixed foursome at bridge an insurance 
man assimilated an outsider’s perspec- 
tive of one of his collection problems. 
A doctor prescribed! 

“Man alive,” the doctor said, “you 
people in the insurance business don’: 


know when you are well off. You can 
select your customers. A doctor has 
no choice—he takes them as_ they 


come. Let me tell you, that makes a 
big difference.” 


No Problem Here 


Another insurance man, head of a 
successful agency, said: “We have no 
collection difficulties worth mentioning. 
That’s partly because we are careful 
whose business we solicit. And it is 
partly because we go out of our way 
with financing plans when an ordinarily 
prompt paying client gets into a jam 
and needs a lift. 

“These things are just as essential 
to our success as our invariable rule of 
courtesy and the best we can give in 
service, to every one of our customers, 
big and little.” 

Undoubtedly the perspective of a 
successful agent has weight in his fel- 
low agents’ mind, but many will say: 
“Why drag in the doctor’s perspective? 
He’s a professional man, knows noth- 
ing of our problems—what is his view- 
point worth to us?” 

Suppose we pass over the doctor’s 
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prescription and take a leaf from the 
experience of others who sell. Stari 
with a retailer, say, a department 
store. Before a charge account can be 
opened an applicant’s business, social 
and credit standings are given close 
scrutiny. 

In turn, the jobber investigates the 
merchant’s credit standing before ac- 
cepting his orders for merchandise, not 
only through the usual published 
ratings, but also through the services 
of a local investigator employed by the 
rating bureau. 

The same is true of the credit rela- 
tions between the jobber and the man- 
ufacturer. In fact, the practice of se- 
lection extends through all merchandis- 
ing channels today.: Is there any logi- 
cal reason why the insurance selling 
fraternity cannot put its house in or- 
der and do its selling on an efficient up- 
to-date plane comparable to that of 
other lines of business? 


“It Can’t Be Done!” 


There will be a chorus of “It can’t 
be done” from some agents too far 
from the knothole to have a _ broad 
vision of the problem. What they say 
runs somewhat in this fashion: 

“Insurance cannot be sold like other 
commodities—it’s different! There’s 
only one genuine Radiola, for instance. 
By advertising, the manufacturer has 
created a demand for it. The dealer 
cannot refuse to pay for his stock, be- 
cause if he is delinquent his supply will 
be shut off and his customers will buy 
Radiolas somewhere else. The dealer 
must pay! 

“If the customer doesn’t pay, the 
Radiola is taken away from him; he 
loses his down payment and paid instal- 
ments; he will be reported to the local 
credit bureau and can’t get another ma- 
chine on terms. So the radio customer 
must pay. 

“With us it’s different. Our fire and 
casualty contracts are just about alike. 
Our customers don’t know or don’t care 
what companies are back of them, 30 
there’s no demand for any specific 
‘brand’—a customer is willing to buy 
from another agent if his present 
agency offends him. And competition 
is so keen that if we don’t give credit— 
if we require prompt premium pay- 


ments—some other agent gets the busi- 
ness.” 

That is a perspective altogether too 
far from the knothole to include a pic- 
ture of what a lot of other business 
men have done, i.e., put behind them 
their fear that “someone else will get 
the business,” put their credit require- 
ments on a short term basis and, con- 
certedly, trained their customers to pay 
promptly. 

Not only is this being done quite 
generally in other lines of business, but 
it has been demonstrated that an in- 
surance agency can do it. 

In one agency whose methods of han- 
dling collections were recently ex- 
amined because the problem seemed to 
cause little difficulty, the head of the 
agency said, “We go right after a de- 
linquent client and collect the money or 
make arrangements to finance the busi- 
ness on a short term note basis, which 
we frequently discount. 

“We have very few collections to 
make of a really difficult nature. Once 
we find that a client is consistently de- 
linquent we stop soliciting his busi- 
ness—it is poor judgment to waste time 
in making collections that should jie 
used in developing new business. 

“While we handle some of the largest 
and most profitable lives in the city 
we are also handling a very large num- 
ber of small accounts that bring us a 
surprisingly big proportion of our in- 
come, 


Small Accounts 


“These small accounts start quite 
generally with a solicitation for auto- 
mobile insurance. Liability insurance 
runs into a sizable premium, as many 
people figure it, and we have worked 
out a financing plan that enables the 
car owner to spread his payments over 
a period of months if he desires; we 
make a service charge where the pay- 
ments extend over two months, but on 
each payment it amounts to so little 
that the policyholder is glad to pay it 
in order to have his expense sprea¢ 
over a period of months. 

“The monthly payments are so small, 
comparatively, that we are able to sell 
higher limits and add other coverages 
without boosting the instalments to a 
big figure, so that the plan not only 
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brings us a good deal of business we 
would not otherwise get, but we are 
also enabled to increase the amount of 
many policies by stressing the fact that 
monthly instalments are not material!y 
increased by adding protection above a 
bare minimum. 

“The pian has worked so well that 
our bankers are covering a satisfactory 
portion of our financing operations. 

“Another feature of this plan that 
was not anticipated is that these cus- 
tomers have acquired the habit of deal- 
ing with us from month to month, and 
are bringing us other business quite 
consistently. It is small at times, but 
there is so much of it that it bulks sur- 
prisingly. Then, too, we are getting 
splendid word of mouth advertising 
from this large group, for our force is 
trained to give them the same courtesy 
and service given our bigger custom- 
ers. These folks are sending in their 
coworkers and neighbors. 


A Simple Matter 


“Our method of handling the transac- 
tion is simple. The note signed by the 
customer is on a loose-leaf form, ap- 
proximately 5% x 8 inches. The front 
bears the description of the car and a 
promissory note. The reverse is a 
ruled form, providing for a record of 
coverages, amounts, due dates and paid 
dates; also a checking record of delin- 
quency so that solicitation may be can- 
celled in the ensuing year if payments 
are slow. 

“The policyholder receives a small 
card which he is asked to bring with 
him when making payments. These 
are recorded on his card, for his re- 
ceipt, and on the reverse of the note to 
complete our records. 

“Very few payments are ever de- 
faulted. There is just one of this 
large group unpaid at this moment! 
And to convince you that the plan is 
growing sweeter and sweeter let me 
say that despite a greater amount of 
business written this year, and general 
slowness in collections elsewhere, our 
accounts receivable are considerably 
less than last year. 

“One reason for this is that we have 
trained this group to pay promptly. 
Their payments are due each month on 
the fifth. We remind them of that fact 
with a little notice that fits a window 
type envelope—a simple thing to make 
out and mail—sent out on the first day 
of each month. If payment is not made 
on time another notice goes out. 

“The result is that our counter does 
a strenuous business for the first five 
days of the month, for many custom- 
ers do not wait until the last day. 
Many of them are workers of all types 

they have budgeted a part of the 
pay envelope for their insurance and 
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when they get their pay they come in problem by a combination of selection 
and settle up. and service—both financing help and 
“And I am here to tell you frankly straight insurance service. He opened 
that the thrifty worker is a better risk his books to prove his points; the fig- 
and a better customer in the long run— _ ures backed his statements. Five years 
he is loyal and gives less trouble than ago this particular chap was on rathe 
some of the big fellows. We are proud unstable ground, but he had the right 
to insure this counter trade! perspective—he picks his prospects 
“Hard times! Hm! That’s what they and he has trained his customers to pay 
say, but our business is bigger and bet- bills when due. 
ter than ever—there has been no slump The doctor is right—there are some 
in our business written or premiums people in the insurance business who 
collected this past year—it has in- don’t know how “well off” they really 
creased considerably.” are. A “close up” through the knot- 
That ended the interview with a suc- hole will give them a broader per- 
cessful agent who licked his collection spective! 











For Policyholders— 
$86,299,000 


Dividends to the following amount 
have been allotted out of the year’s sav- 
ings by The Prudential: 


For Ordinary Policies. .... $32,733,000 
For Industrial Policies. . . .$53,566,000 


And once more The Prudential 
has allotted Industrial Divi- 
dends never equalled by 
ANY company in ANY 
part of the world. 
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Pioneer in the Field of Income 
Life Insurance 


Idea Conceived by General Agent Herbert N. Fell 
Many Years Ago; Sold First Income Contract Ever 
Written Five Years Before Spanish-American War 


(By A STAFF WRITER) 


| ) 7 HEN the history of Income In- 
surance is written a name not 
heretofore prominently identi- 
fied with this great benefaction to man- 
kind will have to be taken into account. 
William T. Nash is remembered for 
his Monthly Income plan of a quar- 
ter of a century ago; Richard A. Mc- 
Curdy, former president of The Mutual 
Life Insurance Company of New York, 
guided the destinies of that company 
back in 1893 when the first income con- 
tract was issued by his company, and 
Philip Burnet, president of the Con- 
tinental American Life, Wilmington, 
Del., is known internationally for his 
development of the Family Income 
policy—a policy now sold in every 
State of the Union and in many for- 
eign countries, although it is today lit- 
tle more than a year old. But the 
name of Herbert N. Fell is not so wide- 
ly known although his contribution to 
Income Insurance has been consider- 
able. 


Education His Hobby 


Herbert N. Fell, general agent in 
New York City for the Massachusetts 
Mutual Life, has an interest in educa- 
tion that amounts almost to a hobby. 
He conceived the idea of Family In- 
come Insurance as the best means to 
that end long before it was put into 
practice. His original plan differed 
somewhat in detail from the widely 
used contract of today, but the under- 
lying principles—the welding of re- 
ducing term and ordinary insurance— 
were essentially the same. Although 
he recommended the plan to his own 
company, its great possibilities were 
neglected until explained to Philip 
Burnet, who, coincidentally, served his 
apprenticeship in life insurance in the 
general agency of Mr. Fell in Wilming- 
ton, Del., the home of the Continental 
American Life. 

After studying the idea at length 
and developing it on an actuarial basis, 
making such additions and changes as 
he considered essential, Mr. Burnet an- 
nounced the new policy with results 
that are well known current history in 
the life insurance world. 
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SELLER AND BUYER 





Herbert N. Fell, General Agent, 
Massachusetts Mutual Life 








STARTING YOUNG 





Herbert N. Fell, Jr., Already a Prominent 
Patron of Life Insurance, Owning $50,000, 
Is Slated to Have $100,000 When He 
Reaches Age Fourteen 
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Mr. Fell sold the first Income In- 
surance policy ever issued, to a bank 


teller in Dover, Del., having estab- 
lished a general agency in that State 
during the early nineties. The policy 
was approved for issue by the home 
office of The Mutual Life on January 
1, 1893, and Mr. Fell sold his prospect 
on the new coverage a few days later. 

Incidentally, The Mutual Life pio- 
neered the movement which has made 
the millionaire policyholder a factor 
in present day underwriting. This com- 
pany raised the limits from the then 
high standard of $100,000, and Mr. Fell 
secured the first “over a hundred thou- 
sand” application. The applicant was 
Harry A. Richardson, of Dover. As 
Mr. McCurdy expressed his desire 
to meet the first man to apply for more 
than $100,000 in his company, Mr. Fell 
brought his client to the home office 
for a personal interview with Presi- 
dent McCurdy, which resulted in dis- 
aster, as the president did not like the 
dark rings around his eyes, although 
two examinations had recommended 
him unqualifiedly. The fact that the 
applicant outlived every one of the 
officials who passed on his case gives 
an indication of the underwriting cau- 
tion exercised in those days. 


A Thriving Business 


The Fell General Agency, located in 
the Pershing Square Building in New 
York, does a thriving business, not the 
least of which can be credited to the 
sale of Family Income contracts. Mr. 
Fell does not strive for heavy personal 
production, preferring to devote his 
main attention to agency direction, 
but his incidental sales to clients of 
old are sufficient to keep him in good 
standing in the Millionaire Producers 
Club. He attends the national con- 
ventions, keeps posted on all that is 
modern in life underwriting and car- 
ries more than a hundred thousand in- 
surance on his own life, having $100,- 
000 issued at age 20 and 24. 

The Fell children are also insured 
for $100,000. Mr. Fell has two daugh- 
ters (insured for $25,000 each) and a 
son. He has promised his son, now 
age 12, his company’s limit until he 
reaches $100,000. He got $20,000 of 
this at age 10, $20,000 more at age 11, 
and $10,000 when he was home for his 
Christmas holidays at age 12. He is 
counting upon $25,000 more before the 
end of 1931 and the final $25,000 one 
year later when he will have reached 
the age of 14. The pictures of father 
and son should prove of interest to our 
readers. Herbert N. Fell, Jr., is a 
cadet in Danville Military Institute, 
Danville, Va. 
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Southern States- Volunteer 
State Life Merger 


Plan of Consolidation Agreed 
Upon; Business to Be Con- 
ducted from Chattanooga 


Officials of the Southern States 
Life, Atlanta, and the Volunteer State 
Life, Chattanooga, after negotiations 
lasting more than a month, have 
agreed upon a plan of consolidation 
which should result advantageously to 
both companies. Consolidation will 
permit of great savings in overhead 
such as rents, salaries, etc., as the 
business of the Southern States will 
be transferred at an early date to the 
home office of the Volunteer State at 
Chattanooga. 

No details of re-insurance or merger 
were available at the time THE 
SPECTATOR went to press. A. V. Mo- 
zingo, vice-president and agency man- 
ager of the Volunteer State, Seneca M. 
Gamble, assistant agency manager, and 
Ir. J. B. Steéle, medical director, were 
in Atlanta last week negotiating con- 
tracts with a number of agents of the 
Southern States. 

The Volunteer State was organized 
in 1903, and at the close of business 
Dec. 31, 1929 had $97,853,057 insurance 
in force and $15,334,936 admitted as- 
sets. The Southern States was organ- 
ized in 1906, and at the close of busi- 
ness Dec. 31, 1929 had $68,157,505 
insurance in force and $8,601,814 ad- 
mitted assets. Neither company has 
issued a statement covering 1930’s 
business. 


AMERICAN LIFE INSURANCE CO. 


The annual statement of the Ameri- 
can Life Insurance Company, Detroit, 
Mich., shows total net assets, as of 
Dec. 31, 1931, to be $16,628,774, of 
which the principal items are: First 
mortgages on real estate, $10,413,165; 
municipal bonds, $673,696; policy loans 
and renewal premium notes, $3,532,- 
168; real estate, $1,158,239; cash, 
$195,793; interest due and accrued, 
$334,938; deferred and _ uncollected 
premiums, $306,415; due from other 
companies for reinsurance, $14,181. 
The capital of the American Life is 
$500,000 and surplus is $560,061, 
making the net surplus to policy- 
holders of $1,060,061. The reserve for 
all policies in force, including disability 
reserve, is $14,488,729; reserve for 
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installment trust benefits not yet due, 
$571,769; reserve for present valua- 
tion of disability benefits not yet due, 
$210,054; reserve for unpaid claims 
awaiting proofs, $92,785; reserve for 
premiums and interest paid in ad- 
vance and dividends left on deposit, 
$97,709. Other reserves are: for 


$33,987; for 
for 


annual dividend policies, 
agents’ credit balances, $10,183; 
taxes, $42,698. 

Clarence L. Ayers is president of 
the American Life and Claris Adams, 
Harold Trosper and U. M. Albin are 
vice-presidents. Thomas M. Heuss is 
secretary. 
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THE FOLLOWING FIGURES FROM THE 


INSURANCE COMPANIES 


STATEMENTS OF LIFE INSURANCE COMPANIES HAVE 


BEEN COMPILED FROM RETURNS MADE DIRECT TO THE SPECTATOR 





























Year Surplus 
f ; End’g} Total to Total Paid Paid 
NAME AND LOCATION Dec. | Admitted | Policy- Total Disburse- Insurance Insurance 
OF COM PANY 31, Assets holders § | Income ments Written in Force 
$ t $ $ $ $ 
Abraham Lineoln Life, Springfld. {| }93p | “%°46:155) 376, 645) 1,455,142) 41,206,707) @ 7, 179, 086 ° 
Acacia Mut., Washington, D.C. ..|.1930 |39, 229,423) 1,527,272/11,945,072| 6,641,982] o 50,627,594) o 359,195,740 
Acme Life, Austin, Tex.. | 1930 196, 624 140, 055 183,914 147,966} o 3,171,000) o 5, 128,700 
American Life, Detroit . ’ 1930 |16,612,951| 1,060,062| 3,623,769) 2,567,225] o 12,925,310) o 98,963,377 
Amer. Nat. Assur., St. Louis .| 1930 | 3,212,422 325,775) 1,544,424) 1,197,509) o 4,570,087) o 18,638,446 
Amer. Provident, Houston .| 1930 399, 288 220, 335 172, 687 121,318| o 3,700,675) o 7,813,973 
Bankers Credit Life, oe 1930 370,893; 301,359 145,793} 336,812) o 7,717,379} o 10,463,522 
Bankers Life, Lincoln, Neb....... — rh Hoy oF 11,923,934) 6,343, 9. ‘. 182,078) o eae o ee 
fj 19, 2,789,492) 9,255,726) 7,823,089) o 31,342,1 o 230,453,561 
Berkshire Life, Pittsfield... .... 1} 1999 |..°....... PRE: Sem Hel 0 32,719,616] o 219,216,722 
Central Life, Des Moines. . .| 1930 |35, 623,854 2, 621,150) 8,368,291) 5,562,513) o 20,723,896) o 193,936,333 
1930 |16,576,606) 1,801,952! 5,904,341] 4,829,215) o 9,190,135) o 20,309,949 
le eee | ll) ST RRR, Tene: i 44,090,918) i 97,080,785 
7 [ho 3 ee eee ee ere 9 963,334) g 3,530, 
Columbia Life, Cincinnati........| 1930 | 4,330,636] 404,422 54,869} 648,282) o 6,856,388] o 27,153,151 
Connecticut Mut., Hartford......| 1930 |196,176,022|15, 814, 135/43, 582, 289/30, 353,596) o 123,952,265) o 949,373,992 
{| 1930 | 5,901,217; 634,917) 2,004,554) 1,565,398] o 10,471,706) o 37,552, 
oe ee | eee ee Sees ee i 16,108,587) i 29,792,306 
if. | Spee ER SRE ERE. 150,750) g 585, 500 
Farmers & Bankers, Wichita.....} 1930 9, 816, 147 650,000} 2,073,011) 1,415,789) o 11,096,947] o 50,540,570 
{} 1930 |13,586,989) 1,445,703) 6,732,251] 6,285,844) o 26,643,600) o 143,527,440 
Federal Life, Chicago... .. h | Sk Sees GleemRt SS 9 , 500) g 983, 600 
oF Sa re ee a ee ce t 26, 302 
jreat Natl., Dallas, Tex....... J 1930 450,256) 333,466) 336,583 212,948) c 5,486,516) o 8,210, 688 
£7) Rees Bye Gigi Baccus. 93,950] 9 389, 575 
Guaranty Life, Savannah... .. .J}| 1930 189,452) 129, 037 307,815} 305,157) o 112,500} o 130, 
5) ee ee ee ee @ 3,603,013) i 2,928, 797 
Harvester Life, Dallas........... 1930 | 1,316,562 986, 200 347, 622 273,810} o 4,910,064) o 11,051,751 
. . 7 { 9. 
Imperial Life, Asheville, N. C....{ oa a a eee Pee: 3a 
Indianapolis Life, Indianapolis... . — ree pon ah J oes oo 2, Hag 0 ee one 0 ree 4 
_ 5 : {|} 1930 | 4,094, 087 287,859 13, 1,060, 0 ,465,000} o 14,967,414 
Knights Life, Pittsburgh........ 1930 pre Cilia: Rea ee i 12,582,533) ¢ 32,970,844 
: , . Oy ey Seer ae ltteer o , 321, o , 243, 
Life Ins. Co. of Va., Richmond.) i999 [7077 0 92,244359| 0 373,829,672 
Manhattan Life, New York...... = 100 07, a 1, 006, .—: a gan aes Rp pe 0 Py gor eee ae 
. 1930 |1 46 5,312, 723 , 366, ’ ’ o ’ »914) o ’ , 752 
Manufacturers Life, Toronto - | panama Tree cme Cnc 0 93,396,730] o 504,481,203 
Mass. Mutual, Springfield........ = 392,768,500 yee yee rent 0 SOS en oe is 
‘ Q 9 , 354,451) 1,628,014) 8,072, , 238, o 39,596, tC) 345, 
Minnesota Mutual, St. Paul. ... 4 mae Rekaaice Tagen ntemnce: g 14,790,977| 9 20,600,391 
Mutual Benefit, Newark... . .| 1930 |571,796,683)c23,009,429/112,110,177/88, 487,820] o 214,769, 151 02, 490,811,762 
Déuteel Trust, Chicano {| 1930 |28, 649,161 064,689) 7,778,841) 5,023,021) o 36,005,792) o 178,281,426 
mrincilibciniea iceman | SPREE Nene: CEN pine: 9 37,750] g 410,500 
Natl. Security, Wichita Falls.....| 1930 535,769} 276,082 o 4,086,599) o 9,302, 103 
New World Life, Spokane. .. 1930 |10,156,514| 1,920,560] 2,178,576) 1,499,018] o 11,389,533) o 51,056,597 
Northern States Life, tained 1930 | 8,354,383) 432,650) 1,860, 1,623,701} o 8,012,383) o 52,767,675 
Ind. SS ee Se See rr 9 454,250) g , 009, 
Northwestern Life, Omaha. . .| 1930 | 2,294,221 255,680} 552,120) 373,145) o 2,033,669) o 16,045,743 
ie Renae ow Ciliees {| 1930 |27,119,777| 2,247,823) 7,482,910) 5,504,670) o 35,008,016) o 186,063,057 
an American, New Orteans....-9/ 1989 ||. .....|....0c0ec[eccccerccs|occasceees 9 1,456,500] 9 4,520,000 
Penn Mutual, Phila.............} 1930 458,685,982|......... .|102,700,965|76, 221,101] o 293,291,267 02, 105,261, 315 
Peoria Life, Peoria, Ill. .....+} 1930 |21,941,208) 1,196,567| 7,236,842) 4,967,037] o 48,936,601) o 209,672,936 
Ph 1930 |150,103,536| 7,600, 147|34, 577, 180/22,560,073| o 87,697,777| o 623,567,336 
oenix Mutual, Hartford. -)] 1999 : 80, 740,116) 0 "054, 483 
Sestesitie Lila Wisdaaie 1930 7, 987, 456) 1,690, 129| 2, 084, 282 1,715,614) o 10,469,000) o 50,500,077 
rotective Life, Birmingham. ...{| 1939 RR: Anas Lae 9 3,927,380] 9 20,514,580 
Provident Mutual, Philadelphia. . | 1930 aes eee 46,916, 168|/35,597,479| o 122,176,643) 01,015,616, 23 
Register Life, Davenport.. 1930 | 6,162,746 ,171| 1,367,064 031} o 4,146,232) o 34,866,855 
Reliance Life, Pittsburgh... .| 1930 |68,875,791| 5,416, 726|19, 407, 666| 12,726,708) o 74,808,841) o 466,790,080 
Reserve Loan Life, Indianapolis. . | 1930 |12,029,600| 698,391) 2,825,852) 2,295,561] o 15,643,173) o 77,488,983 
. : F 1930 | 2,770,803 451,524 770, 667 613,728] o 7,792,515) o 24,483,285 
San Jacinto Life, Beaumont... —t ediaes Tiere ct: Tea aaa, eine 638, 000 
Southland Life, Dallas. .. | 1930 |18, , 987, , 993} 1,057,997) 6,575, 687 5, 773,119} o 26,017,918) o 153,421,101 
Texas Sec. Mutual, Dallas | 1930 | '345,069| 238,007) 466,573] 259,266] 0 10,400,000} o 11, 145,000 
United Life & Acc., Concord, N. Hi 1930 | 7,805,723; 890,409) 2,285,677) 1,577,076; o 7,907,756) o 56,403,299 
Ww R = 1930 320, 687) 215, 120 202, 753 161,847| o 3,539,500) o 6,344,000 
estern Reserve, San Angelo....{/ 1939 | Ferrer See .........| 9 _ 602,800] 9 720,500 
. — . {| 1930 |115,360,694| 15, 734, 678/27, 250, 757/23, 875,229) o 41,844,925) o 246,232,839 
Western & Southern, Cincinnati.)| 1939 | | Wades aay i 185,171,641] i 507,201,274 
| | | 








§ Including Capital Stock. o Ordinary. g Group. 


h h Including accident and health depar tment. 


c Contingency reserve fund. 


i Industrial. n Not available at this time. 
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ACACIA ANNOUNCES 


A New Agency Contract 
Based on Net Gaim 


f hy true measure of the progress dealings with its agents, the public, or 
of a company or an agent is not its policyholders. 
the amount of business paid for, but 


es dita dalle Acacia’s new Agent’s Contract is there- 
e amo Rt ed. 


fore in line with this thought. It was 
enthusiastically and unanimously ap- 
proved by Acacia’s Branch Managers 
on January 24, after three days of 


Believing that by stressing production 
instead of net gain, the companies es- 


tablish a wrong standard for the agents wholehearted and searching discussion. 
by which to measure their progress The new contract is a triumph for the 
and usefulness, Acacia will hereafter cooperative spirit in managing—the 
emphasize only net gain in all of its Acacia method of managing. 


The New Contract liberally rewards efficiency 
and penalizes inefficiency ! 


It provides the usual first year commissions To better serve the public 

and instead of renewal commissions for nine ; 

or ten years, pays an increasing monthly The new contract rewards the agent in pro- 
salary on a sliding scale, depending each portion to his efficiency in servicing the bus- 
month upon the total amount of business the iness he has and keeping it in force. The 
agent has in force and upon his net gain for more and the better he serves the public, 
the past twelve months. the more substantially he is building for his 


own future: hence, the public must benefit 
thereby. Conversely, if the agent fails to 
maintain a careful and sympathetic watch 
over the business he has written, he is penal- 
ized. 


In addition, the contract provides 


(A) for payments for partial and total dis- 
ability ; 


(B) for an income to the Agent in old age; . , 
Everybody loses on lapses, the policyholder, 


(C) for an income to the Agent’s family the agent, and the company. Acacia’s new 
for a definite number of years if he contract is designed to help prevent this 
dies while in Acacia’s employ. waste and loss. 


ACACIA 


MUTUAL LIFE ASSOCIATION 


Wm. Montgomery, President 


More than $360,000,000.00 of Old Line, Legal Reserve 
Life Insurance in Force. Assets more than forty millions. 


ACACIA’S TEMPLE OF SERVICE: 101 INDIANA AVENUE, WASHINGTON, D. C. 
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EXCELLENT PROGRESS OF MU- 
TUAL LIFE OF CANADA 

In its sixty-first annual statement, 
the Mutual Life Assurance Company 
of Canada, Waterloo, indicates that 
substantial progress was made in 1930. 
President R. O. McCulloch reports that 
in 1930 the company not only earned 
the largest profits in its history, but 
also paid to policyholders the greatest 
amount of dividends in any one of 
its sixty years of operation. The new 
business paid for was slightly less than 
that in 1929, but was greater than in 
any previous year. The net increase 
of insurance in force, $31,522,665, was 
very satisfactory, the new business 
paid for having aggregated $60,526,- 
212. The president also reported that 
the net profits for the year, $5,254,- 
352, are well over those of the pre- 
ceding year and they represent more 
than $45 for each $1,000 of total 
assets, which now aggregate $116,662,- 
060. The special reserves and surplus 
funds have increased $12,468,009. 

The mortality experience was very 
favorable and the rate of interest 
earned on invested funds reached 6.13 
per cent. Owing to the fact that more 
than forty-four million dollars of the 
company’s assets were invested in 
bonds, over forty-two million dollars 
in mortgage loans on real estate and 
more than twenty-two million dollars 
in loans on policies, it is found that 
the company’s investments show an 
appreciation of $1,840,631, or 4.08 per 
cent over the figures in which they 
are carried in the company’s books. 
The guiding principle of the invest- 
ment policy of the company has always 
been “security first.’ 

The company is cooperating with 
other insurance and trust companies 
to aid the farmers of Western Canada 
to so diversify their crops, etc., as to 
enable them to conduct their farming 
business more successfully in the future 
than in the past. President R. O. 
McCulloch and General Manager W. 
H. Somerville, as well as the other 
officers, merit congratulation upon the 
successful business of the past year. 


WEST COAST LIFE MAKES GOOD 
ADVANCES 

The new business paid for in 1930 
of the West Coast Life Insurance Com- 
pany, San Francisco, amounted to $31,- 
590,809, this sum having been an in- 
crease of 9.2 per cent over the busi- 
ness of 1929, which up to that time 
had recorded the highest volume of 
new business in the history of the 
company, the new writings having been 
$26,249,010 in 1928; $28,926,747 in 
1929, and $31,590,809 in 1930. The 
company closed its twenty-fifth year 
with $133,035,399 of life insurance in 
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force—an increase over 1929 of $8,- 
686,449. 

Other increases made in 1930 were: 
$294,141 in premium income which ag- 
gregated $4,637,355, and $322,016 in 
total income, which was $5,942,460. As 
of Dec. 31, 1930, the company reports 
$20,544,291 of admitted assets, and a 
surplus to policyholders of $2,087,4¢8, 
made up of capital stock, $750,000; 
assigned surplus, $705,925, and un- 
assigned surplus, $631,483. 

Among the liabilities is carried a 
contingency reserve of $350,000. Dur- 
ing 1930 payments to policyholders 
and beneficiaries aggregated $2,554,- 


POOL IIH K II IIS MKS IS MISSI SSFSFSFOOOOOO OOOO O00 








Over THREE BILLION DOLLARS has been paid by 
New York Life Insurance Company under its Policy Con- 
tracts. Of this total, more than Two Billion Dollars was paid 
to and on account of Living Policy-holders. 


15 


The company now operates in 
seventeen States and writes very at- 


834. 


tractive policies, including juvenile, 
group life and disability, wholesale, 
selective risks, substandard, and com- 
bination weekly accident and health 
and dismemberment forms. 


R. H. Keffer, General Agent of the £tna 
Life Insurance Company at 100 William 
Street, New York City, has announced that 
the 100 William Street Agency paid for 
$2,544,700 during the month of January, 
1931. 


The Paid-for Business for the Julian S. 
Myrick, office of the Mutual Life Insurance 
Co. of New York, for the month of January, 
1931, was $2,831,500 as compared with 
$4,128,664 for 1930. 
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NEW YORK LIFE INSURANCE COMPANY 
Madison Square, New York, N. Y. 
DARWIN P. KINGSLEY, president 
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By 


West Coast Life Insurance Company 


San Francisco, California 
FINANCIAL STATEMENT, DECEMBER 31, 1930 


ADMITTED ASSETS 


First Mortgage Loans (secured by prop- 


erty appraised at $17,166,370)......... 
Bonds and Stocks owned 
Policy Loans and Premium Notes (within 
reserve) 
Home Office Building and Other Real 
Estate 
Collateral Loans 
Net Premium Outstanding and Deferred 
(secured by Legal reserve)........... 
Interest and Rents Due and Accrued.... 
Cash in Banks and in Office............ 
Other Assets .... 


TOTAL ADMITTED ASSETS 





cae Weemhee eee s eee 


Premium Income 
Total Income 
Admitted Assets 


. ...$20,544,291.31 


$6,926,775.10 
5,652,752.79 


4,936,155.93 


1,455,686.80 
120,066.15 


865,112.36 
124,467.03 
385,560.42 

77,714.73 


GROWTH IN FIVE YEARS 


LIABILITIES 
Reserve on all Outstanding Policies...... 
Reserve for Losses Incurred........... 
Interest and Premiums Paid in Advance 
Reserves for Taxes Payable During 1931 
Contingency Reserve for Investments... 
Sundry Liabilities 


8 err eT ee $750,000.00 
Assigned Surplus (Deferred 
and Annual Dividend 
on ee 705,924.85 
Unassigned Surplus ......... 631,483.34 


SURPLUS TO POLICYHOLDERS... 


Total 





$17,615,478.71 


248,029.56 
107,844.10 
73,351.17 
350,000.00 
62,179.58 


2,087 ,408.19 





$20,544,291.31 





January 1, 1926 


January 1, 1931 


$88,760,346.00 $133,035,399.00 
3,132,133.97 4,637,355.20 
4,032,090.59 5,942,459.66 
12,175,912.03 20,544,291.31 


NEW BUSINESS 9.2% INCREASE OVER 1929 
OPERATES IN SEVENTEEN STATES 


West Coast Service, in addition to the regular business, embraces Juvenile Policies, Group Life and Disability, Wholesale 
Insurance, Selective Risk Plan, Substandard Business and Combination Weekly Accident and Health and Dismemberment 




















Bringing Home the 


Bacon! 


Peoria Life agents are not waiting pas- 
sively for the anticipated arrival of “good 
times.” They are already engaged in a con- 
centrated, organized drive to make 1931 a 
year of profit and progress. 

Opening February 1 and extending to the 
latter part of March, there is the Bring 
Home the Bacon campaign, an annual in- 
stitution of long standing with the Com- 
pany’s agents. Every bit of business secured 
during this period means a fat “pig” and 
every “pig’’ means dollars in some Peoria 
Life agent’s pocket. Other interesting fea- 
tures command general participation in this 
most profitable activity. 

“Bring Home the Bacon” comes at an op- 
portune time to inspire a habit of regular 
effort and successful activity during the criti- 
cal early months of the year—stimulates 
Peoria Life agents to push ahead with vigor 
in 1931. There will be something interesting 
doing every month throughout the year to 
promote the prosperity of the men of our 
\gency Force. Just now they are not 
worrying much about the future—they are 
too busy Bringing Home the Bacon! 


PEORIA LIFE INSURANCE 


COMPANY 


Peoria, Illinois 





--—— 








A good many men 


will admit that their suc- 


cess in building a profitable 


volume of business has 


been hastened by the co- 


operation given by our 


Agency Department. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad St. 
PHILADELPHIA, PA. 
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J. C. Higdon 


B. M. A. Home Office 


Promotions 


J.C. Higdon Becomes Vice-Presi- 
dent; L. D. Ramsey and J. E. 
McPherson Advanced 


KANSAS City, Mo., Feb. 10—J. C. 
Higdon, one of the youngest insurance 
executives in the country and formerly 
secretary-actuary for the Business 
Men’s Assurance Company, has been 
made vice-president in charge of sales 
for that company, succeeding A. W. 
Hogue, who, preferring sales work that 
would take him much out of doors, has 
been appointed branch manager for 


Texas. 
L. D. Ramsey, treasurer of the com- 


pany, has been made secretary; and 
J. E. McPherson, comptroller, now is 
treasurer. Mr. McPherson was for two 
years before joining the present com- 
pany in 1926 executive manager for R. 
B. Jones & Sons, and has been actively 
engaged in investment and investment 
banking work for a number of years. 
M. C. McKay, for the past eight 
years manager of the conservation 
department of the Home Life of Little 
Rock, Ark., has been appointed man- 
ager for the conservation department 
of the B. M. A., a newly created unit. 
Mr. Higdon, 34 years old, is a grad- 
uate of the University of Texas. He 
was made secretary of the home office 
management branch of the American 
Life Convention last year, and was 
secretary of the junior section of that 
body in 1928. 
ANNUAL CONVENTION DATES 
The annual convention of the entire 
field force of the Western and South- 
ern Life will convene in Cincinnati on 
March 26, 27 and 28. 
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The 
Manhattan 
Lite Insurance 


Company 
654 Madison Avenue at 60th Street 


NEW YORK, N. Y. 
FOUNDED 1850 


THOMAS E. LOVEJOY, President 
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Full Coverage 
Non-Cancellable 
Male and Female Risks 
Starts First Day 
Life Time Coverage 
Old Line Company 
Prompt Claim 
Payments 
Generous Contract 
Large Commissions 
Liberal Renewals 
Substantial Company 
Pays on Any Disease 
Pays on Any Accident 
Pays Special 
Indemnities 





OUR TERRITORY 


Michigan Missouri 
Indiana Pennsylvania 
Illinois California 





Forward March! 


The wheels of American industry 
will hum to a much livelier tempo 
in 1931 than was the case in the 
year just ended. 


Money hoarded and kept idle 
during last year will find its way 
back into circulation. Many will 
buy Accident and Health Insurance. 
Many who never had a policy will 
buy protection; many who are carry- 
ing insurance will buy more. 


WE WANT MORE MEN TO 
SELL THE BEST POLICY 


We are not curtailing our forces. 
We are adding to them—energetic, 
optimistic, aggressive Insurance 
salesmen. 





=@= 


ON THE MARKET 





We Invite You | 


To Come With Us. 





Tncome Guaranty Company 


“Incomes Guaranteed”’ 


Authorized Capital $1,000,000.00 - Legal Reserve Stock Company 
Income Building ——(Established 1917)—- South Bend, Ind. 


Life Insurance 


























Statement of Condition 


as of December 3\st, 1930 
Resources (Assets): 


Bonds: State, county and municipal bonds, only, (no industrial bonds), under which the company has re- 


ceived all interest payments due during the year. There is no principal in default.. $564,292.65 
First Mortgages: On improved city real estate only—(the company owns no farm mortgages)—There is 
no principal in default. There is no interest in default 148,429.88 


Cash: The company has no cash in any closed bank, owns no certificates of deposit and has nant no time 
deposits. All of its cash in bank is withdrawable on demand. The amount of this item, including $632.55 


in the company’s office, is oa , 55,407.92 
Policy Liens and Deferred Premiums: Renewal premium notes, $883.05; policy loans, $3,020.55; net de- 

ferred premiums, $72,363.64 ; 76,267.24 
Accrued Interest: Secured by bonds $3,139.80, mortgages $2,760.59 and policy loans $58.05 5,958.44 
Real Estate: The company owns no real estate acquired under foreclosure or otherwise None 


Miscellaneous Assets: The company takes no credit for its current agents balances $750.45; and makes 
no advances to its agents. It has no stock notes, collatera! loans or securities other than those given above. 


It takes no credit for its equipment inventory of $8,590.67 ‘ None 
TOTAL RESOURCES eu $850,356.13 


Reserves (Liabilities): 


Reserves: For policies of insurance, disability and accident benefits, as computed by the Actuary of the 
Insurance Department of the State of Alabama, and covered by securities approved by the Superintend- 
ent of the Bureau of Insurance and held by the Treasurer of the State of Alabama under the Compulsory 





Reserve deposit law of the State, $131,885.00 less reinsurance reserves, $22,432.07 $109,452.93 
Reserves: To cover other policy obligations including death claims in process of settlement, $2,000; excess 
of liens over reserves, $46.21; present value of other policy obligations, $4,220.95 7 6,267.16 
Reserves held for amortization of bonds at purchase rate ‘ 1,694.28 
Reserves to cover agency obligations $1,576.01; accrued expenses and taxes not yet due, ‘$2, 866.09 4,442.11 
Capital Stock ... $458,090.00 
Unassigned Funds . 270,409.65 
GENERAL SURPLUS FOR PROTECTION OF POLICYHOLDERS a 728,499.65 
TOTAL a ; $850,356.13 
Policies Insurance 
Insurance in Force , 8845 $19,076,749.00 
Additional Accident Ins. not including “Double Indemnity” 1306 3,621,154.00 


The company offers all standard forms of life insurance and endowment insurance and annuities, including institutional 
endowments, children’s educational endowments, old age pension funds, group, wholesale and salary savings insurance. It 
has in force group policies covering $2,489,750.00 of insurance under employee-employer relationships, etc. 


Gains of 1930 
Increases 


The Company’s investment income was mean over that of 1929 by the sum of $ 19,150.08 
(This gain was at the rate of 187 


The Company’s premium income was oa over that of 1929 by the sum of ve 118,741.96 
(This gain was at the rate of 254%) 


The Company’s resources were increased by the sum of ai 67,275.29 
(This gain was at the rate of 8.6%) 


The Company’s surplus was increased by the sum of ; 17,112.67 
(This gain was at the rate of 6.8%) 


The Company’s insurance in force (life) was increased by the sum of ca 5,880,801.00 
(This gain was at the rate of 44%) 


Its accident insurance in force was increased by the sum of x 1,091,154.00 
(This gain was at the rate of 47%) 


BEN W. LACY, President 


ALL STATES LIFE INSURANCE COMPANY 
MONTGOMERY, ALABAMA 





Licensed in Alabama, Mississippi, Georgia and Tennessee 
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MUTUAL LIFE 
TION 


The annual statement of the Acacia 
Mutual Life Association, Washington, 
D. C., shows total assets as of Dec. 31, 
1930, of $39,465,105. The insurance in 
force amounted to $359,197,259. Dur- 
ing the year the increase in insurance 
in force amounted to $21,197,848; in- 
crease in income, $924,526; increase in 
assets, $5,599,526; increase in reserve, 
$5,270,760. During 1930 the new in- 
surance paid for was $50,627,595. The 
assets include: First mortgage loans 
on improved real estate, $20,944,076; 
real estate, $2,274,064; bonds, $2,316,- 
820; cash in banks and office, $683,097; 
loans on policies, $9,096,507; collateral 
loans, $46,000; net premiums in proc- 
ess of collection, $3,377,932; all other 
assets, $726,607. The net surplus is 
given as $1,527,272. Included in the 
liabilities are policyholders’ dividends 
not yet due, $776,564; reserve for taxes 
accrued, $202,374; premiums and in- 
terest paid in advance, $271,730. The 
Acacia Mutual was chartered by spe- 
cial act of Congress in 1869, and 
President William Montgomery stresses 
the fact that it is the first and only 
mutual old-line company to reduce 
its premium rates to approximately 
the rates charged by the nonpartici- 
pating stock companies—lower than 
most of them, he states. He adds that 
the Acacia is the only company that 
gives its policyholders the low initial 
rates of a stock company combined 
with the dividends or profit-sharing 
advantages of a mutual old-line com- 
pany. The balance to protect policy 
contracts includes $36,316,945, reserve 
American Experience Table of Mor- 
tality and 3% per cent of interest on 
all policies. 


ACACIA ASSOCIA- 











In 1931 


Be the Outstanding 
Life Insurance Man 


in Your Community 


Our Service Will Help You 


Massachusetts Mutual 
Life Insurance Co. 


Springfield, Massachusetts 
Organized 1851 


More Than Two Billion Dollars 
of Insurance in Force 


| 
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ABRAHAM LINCOLN LIFE INS. CO. 


A summary of the results for 1930 
as given in the annual statement of 
the Abraham Lincoln Life Insurance 
Company, Springfield, Ill., shows life 
insurance issued during the year 
amounting to $7,193,035 and life in- 
surance in force, $28,353,497. The 
accident and health income for the 
year was $448,579, and the total in- 
come, $1,455,141. The increase in ad- 
mitted assets was $254,205; increase 
in surplus to policyholders, $27,314. 
During the year $491,642 was paid to 
policyholders, making the total pay- 
ments to policyholders since organiza- 


tion, $3,363,790. Admitted assets as 
of Dec. 31, 1930, were $3,516,155. 
Surplus to policyholders, including 


$200,000 capital, is $402,675. 
OHIO STATE LIFE INS. CoO. 

At the close of 1930 the Ohio State 

Life Insurance Company, Columbus, 

Ohio, had total insurance in force to 








Se SA 


Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an un- 
Contract as good as the best, with exclusive rights. 
Confidential communication invited from those with 


clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 
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caption. 








the amount of $83,230,012. The annual 
statement shows the admitted assets 
to be $13,392,625. The surplus to 
policyholders, including capital stock, 
is $1,321,460. During the year the 
assets were increased by $1,260,912, 
the increase in net reserve was $966,- 
544 and increase in general contin- 
gency reserve, $100,000. During the 
year payments to policyholders totaled 
$1,214,263 and dividends to policy- 
holders were $271,790. During the 
past two years the increase in insur- 
ance written amounted to $6,514,100. 
John M. Sarver is the president. 





REDUCED PREMIUM RATES 


The Western and Southern Life an- 
nounces a reduction in the premium 
rates on its Commercial Whole Life 
policies and a reduction on the mini- 
mum amount of insurance to $1,000; 
also that applications may be written 
from ages ten to fifty-five years near- 
est birthday. 








70 MILLION AMERICANS 


wrong!” 


The magnitude of the great Thrift Army enrolled under the 
standards of Life Insurance is strikingly emphasized to Guardian 
policyholders in a premium notice insert bearing the above 


This is one of the ways in which, during December and 
January, the significance of Life Insurance Day in National 
Thrift Week will be brought before our policyholders, prepar- 
ing the way for the Fieldman’s personal contact with them. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE 


- NEW YORK CITY 
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ACACIA 


STRIDES AHEAD 

















Total assets $39,465,105.75 


LIABILITIES: 






















Policyholders’ dividends not yet due $776,564.25 
Reserve for taxes accrued 202,374.50 
Premiums and interest paid in advance 271,730.48 
Miscellaneous 134,536.02 











$1,385,205.25 
Balance to Protect Policy Contracts: 
Reserve American Experience Table of Mortality and 312% in- 
terest on all policies ate $36,316,945.52 
Furniture, equipment, non-admitted assets ; $ 235,682.51 
Net Surplus 1,527,272,47 —_1,762,954.98 
$38,079,900.50 
$39,465, 105 75 
’ 
ACACIA’S PYRAMID OF GROWTH 
PROGRESS DURING TWENTY-FIVE YEAR PERIOD 
Year Assets Net Surplus Insurance in Force 
At End of Year 
1905 $83,795 $18,498 $1,767,000 
1910 $226,666 $17,961 $3,395,075 
1915 $780,660 $13,014 $11,052,500 
1920 $3,084,141 $31,515 $71,097,545 
1925 $15,695,944 $1,138,234 $196,145,636 


1930 $39,465,106 $1,527,272 —- $359,197,259 


ACACIA 


MUTUAL LIFE ASSOCIATION 


Chartered by Special Act of Congress, March 3, 1869. 
WM. MONTGOMERY, President 


ACACIA’S TEMPLE OF SERVICE 
——101 Indiana Avenue, Washington, D. C._——- 
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INCREASE in Insurance in Force $21,197,848.00 
INCREASE in Income ; 934,526.34 
INCREASE in Assets 5,599,526.18 
INCREASE in Reserve : 5,270,760.02 
Pe NY IE I a ss ed inves s segue avobeeebepaeenaanddeauniedi 50,627 ,595.00 
INSURANCE IN FORCE—$359,197,259.00 
Acacia’s policyholders share in the prosperity of their company. It is the first and only mutual old-line company 
to reduce its premium rates to approximately the rates charged by the non-participating stock companies, lower than 
most of them.—The only company that gives its policyholders the low initial rates of a stock company combined 
with the dividends or profit-sharing advantages of a mutual old-line company. 
as of December 31, 1930. 
ASSETS: 
First mortgage loans on improved real estate $20,944,076.47 
Real estate : 2,274,064.19 
Bonds 2,316,820.00 
Cash in banks and in office 683,097.70 
Loans on Association’s Policies 9,096,507.70 
Collateral Loans ; 46,000.00 
Net premiums in process of collection 3,377,932.11 
All other assets : 726,607.58 
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How to Build a Debit 


(Concluded from page 8) 


a special invitation to attend her 
funeral which I did. I had learned to 
love the little girl, and was sadder 
than I can tell you at not being able 
to continue to greet her when I called 
to collect the premium. The next day, 
the father called by the office to collect 
$375, which was the amount of the 
death benefit then due, and when I 
heard him say: “It is certainly a 
great relief to me to know that this 
insurance has enabled me to bury my 
little girl without going in debt.” 

I knew then that I had no reason to 
not be sold on the business. From that 
time on I have been able to see that 
industrial life business fills a want in 
the lives of the American people that 
nothing else can or will. I am there- 
fore correct when I say, that no man 
can expect to build a business of the 
debit unless he believes in it or can 
bring himself to that point. 

It seems to me that the first week 
on the debit should be able to give the 
superintendent who is introducing the 
new man an insight into the matter 
of the agents being a “convert.” I took 
out a man one day to introduce him, 
hoping to put him on, and we came 
across a prospect. I began to let him 
have my “line” when to my surprise, 
the new man “sided” with the prospect, 
and hence killed the sale. The next 
morning, I advised him that his ser- 
vices would not be needed. 


Cold Canvassing 


The second point is, get in love with 
cold canvassing. The man who is too 
good to cold canvass is toe good to be 
in the insurance business. There are 
a number of reasons why agents should 
enjoy cold canvassing, and a few of 
them are here given. First: It throws 
you in contact, with people and what 
man does not like to associate and 
“swap” ideas with other people of the 
world? Second: It enables the agent 
to make new friends, and what would 
this old world be without friends? It 
would be a dull place indeed. 

In building my debit, I made some 
of the dearest and best friends I have 
ever had or ever expect to have. We 
remember each other during the Christ- 
mas season and at other times. I prize 
their friendship and I also have 
reasons for believing that they appre- 
ciate mine. 

Third: It is the best way in the 
world to build a debit. I have tried 
many ways and have experimented 
much, but I have never found any 
system that beats cold canvassing. I 
believe an agent with a reasonable 
amount of experience should be able 
to go out and canvass from house to 


THE SPECTATOR 
February 12, 1931 


house from ten until twelve and from 
one thirty to four thirty and get 
enough prospects to call back on that 
night to double any allotment his com- 
pany might give him. That at least 
was my experience 

The agent who expects to get ahead 
in the industrial insurance business had 
as well make up his mind to like cold 
canvassing because it offers him the 
quickest route to success. There are 
other routes, of course, and I have 
tried all of them, but when the whole 
thing reaches its ultimate conclusion, it 
means nothing more than cold can- 
vassing. I have tried having my 
friends and policyholders working for 








Talk Something Simple 








By E. S. Banks 

HEN I started in the newspaper 

game, more years ago than I like 
to recall, the paper I joined had a 
terrific turnover of its editorial em- 
ployees. It seemed that every week 
there was virtually a new reportorial 
staff, most of it untrained. 

The assistant city editor would hold 
classes about twice a week. And often 
he would tell us “Always use one- 
syllable words. Remember that you 
are not writing for the college pro- 
fessor but for the man in the street.” 
I have never forgotten that message. 

It is a message that should be given 
to every insurance agent—“Talk in one- 
syllable words.” How many sales are 
lost because the agent refuses to realize 
that fact and confuses the prospect 
with technical terms? 

You have a story to tell—a story of 
something a man needs. It is your job 
to tell that story so he will understand. 
If you tell him that if he becomes ill 
or is injured, he will receive so many 
dollars a week, you are giving him facts 
that he can digest and understand. 

Bear in mind that the prospect is 
supposed to be absolutely ignorant of 
insurance. You may—and _ should— 
know your business. He grants you 
an interview. What will you do? Will 
you explain your subject slowly and 
simply in “one-syllable words” so that 
he will know what you are talking 
about and be able to follow you or will 
you befuddle him with technical 
phrases? 

You may close a prospect you have 
confused with technical terms. But 
you haven’t really sold him. He doesn’t 
really know what he has purchased. 
When a “one-syllable” agent calls on 
him. you are more than apt to lose his 
business. 
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me, and this they have always been 
glad to do, but then, I am confronted 
with this question: How did I get my 
friends and policyholders except by cold 
canvassing? There as I see it, is one 
of the main springs of our business, 
and the quicker, we can realize that, 
the better, I believe it will be for us, 
and for the success of the business. 
And do not forget to bear this thought 
in mind: See enough people and the 
law of averages will sustain you. This 
rule simply will not, and can not fail. 

Deternrine to get a thrill out of the 
business of cold canvassing. And come 
to think of it, do not regard yourself 
as a peddler of some kind but as a 
business man making a _ professional 
call. 


Be the Best 


Third: Determine to give other men 
something to shoot at. Resolve from 
the depth of your heart that you will 
be the best agent your office has ever 
had. That you will write a _ better 
quality of business, that you will have 
a better per cent of collections, that 
you will lapse off “dead” business as 
soon as it has drawn its last breath, 
that you will write twice as much as 
you lapse, that you will never lose a 
person’s friendship even though you 
lose their business, that you will be 
your District’s leader. Get such 
thoughts as these in your mind and 
heart, “give yourself wholly to them,” 
think, dream, and _ study insurance 
from day to day and keep in mind what 
you intend to accomplish and how you 
intend to reach it, and you can not fail 
to build a good debit. 

Learn to visualize. Picture yourself 
in the future. Strive for a worthy goal. 
Get the art and habit of doing what 
you set out to do. Be satisfied with 
nothing less than your best. Listen and 
follow the advice given you by those 
whose experience and years in the 
business entitle them to know. Learn 
to get enthused in the plans offered for 
the success of the district in which 
you work. Take an active part in all 
contests and win them if you possibly 
can. Win at least your share of them. 
Be so efficient in your business that 
those higher up, will have no reason 
to be uneasy when you have the debit. 
Become a Master Debit Builder. 

Grasp and make a part of yourself 
every idea and thought, regardless of 
the source from which it comes. Be- 
come known as a man who does things 
and who does them well. Master all 
that your mind will grasp about the 
business. Give it your entire time. If 
you do this, together with a number 
of suggestions that I hope to offer in 
later articles, I believe you will agree 
with me that “IT CAN BE DONE, 
AND THAT YOU CAN DO IT.” 
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6lst Annual Statement 


MUTUAL LIFE 


Assurance Company 


OF CANADA 
Established 1869 WATERLOO, ONT. 





The 61st Arinual Statement of the Company shows substantial progress 
in the past year. 


2. APPT TUTTE CECT TOT E TRC TTT TLE $ 5,254,351.00 
See NS OE OO BS 6 iv cc ica dccceweerdbesesasewesecwnes 60,526,212.00 
OUD EE DUNINED Soc cc cce cc cce eens svecesersevresssses 5,080,789.00 
Surplus Funds and Contingency Reserves ............-.--++5+-0+05: 12,468,009.00 
ca. a Ce re he els ecw a ihe Whe MON AiR e'gh se aL 116,662,059.00 
PPPS TT CTCL CTE CET TCT Te eT 492.833.318.060 
Rate of Interest earned on Invested Assets 6.13% Lowest expense ratio in the Company’s history. 


Financial Statement as of December 31st, 1930: 








ASSETS LIABILITIES 
ee SB ee eee ee $ 44,220,138.33 Policy Reserves vette eter eeee es $ 94,605,681.07 
Mortgage Loans on Rea! Estate. . . 42,342,981.71 Unpaid Policy Claims and Divi- 
: / dends to Policyholders, due but 
DN dave Gteenaneneeweennsa 865,849.12 ‘di 797.688.00 
Real Estate, including Head Office miad “5 Ruth etith te Cammenen ‘ iat ne 
PS nice uieibesvenwees 1,965,485.99 yy paella ein 8.039.521.96 
Loans on Policies............. 22,100,398.41 ee "229'081.90 
Cash 1... eee e ee eee eee ne eeees 142,529.29 Other Liabilities .............. 522,077.26 
Premiums in course of collection. 2,138,143.24 Special Reserves and Surplus 
Interest due and accrued........ 2.886,533.55 EY hp sided: tome Ghat hace a 12,468,009.45 
EE aie eseuenawnnees $116,662,059.64 ee ee ee $116,662,059.64 











BOARD OF DIRECTORS 


R. O. McCulloch Cc. M. Bowman L. L. Lang 
President Chairman of the Board Ist Vice-President 
Major.-Gen. Hon. S. C. Mewburn, K.C., C.M.G. 
2nd Vice-President 





Hume Cronyn Hon. J. Fred Fraser W. G. Watson 
L. J. Breithaupt E. G. Long, K.C. T. A. Russell, LL.D. 
Glyn Osler, K.C. C. F. Sise W. J. Blake Wilson 
Isaac Pitblado, K.C., LL.D. Hon. J. E. Perrault, K.C. 
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W. H. Somerville, A.1.A., General Manager J. M. Laing, A.1.A., F.A.S., Actuary 
A. E. Pequegnat, A.I.A., F.A.S., Assistant General Manager _H. Holmes, A.I.A., F.A.S., Associate Actuary 
H. M. Cook, A.1LA., F.A.S., Secretary W. Carlisle, Supt. of Agencies 
H. L. Guy, F.A.S., Treasurer J. M. Livingston, M.D., Medical Director 





PROGRESS OF THE COMPANY 


Year Income Assets Policrbolders og oe 
a eer $ 489,858 $ 1,696,076 $ 176,151 $ 13,710,800 
aa 3,020,996 16,279,561 804,759 64,855,279 
ee 25,883,721 116,662,059 13,394,440 492,833.318 
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ALL STATES LIFE INS. CO. 


The All States Life’s second annual 
statement shows resources amounting 
to $850,356 and insurance in force 
amounting to $19,076,049, with addi- 
tional accident policies, not including 
double indemnity, amounting to $3,621,- 
154. The company shows gains of 187 
per cent in investment income, 254 per 
cent in premium income, 8.6 per cent 
in resources, 6.8 per cent in surplus, 
44 per cent in life insurance in force 
and 47 per cent in accident insurance 
in force. In spite of the substantial 
gains, which amounted to approximate- 
ly six millions of insurance in force, 
over $100,000 in premium income, ap- 
proximately $70,000 in resources, the 
cost of new business did not increase, 
the mortality rate remained as favor- 
able as during the first year, and a 
substantial number of deductions were 
made in the overhead expenses of the 
company. Home office salaries were 
decreased by the sum of $8,751, which 
was at the rate of 26 per cent, this 
without any decrease applying to any 
individual, with a considerable expan- 
sion of the personnel and with the 
occupancy of larger floor space. The 
company points out in its statement 
that 75 per cent of its first mortgage 
loans provided for a reduction of prin- 
cipal during the year and that at the 
end of the year no principal was in 
default and no interest was overdue or 
unpaid. Bonds owned by the company 
include only Government securities and 
these without default either in prin- 
cipal or interest. The company owns 
no real estate, no co!lateral loans, has 
no stock notes, or certificates of de- 
posit. The agents’ balance item 
amounts to $750 at the end of two 
years’ work, and the company has not 
changed its practice in declining to 
make advances to agents. During the 
early months of the year, two new 
States are to be opened. 


The annual meeting of stockholders 
was held Jan. 9. After hearing the va- 
rious reports read, Hon. Borden Burr, 
speaking on behalf of the stockholders, 
expressed the high appreciation of the 
stockholders to the management and to 
the directors for the exceptionally fine 
progress made during the trying times 
of 1930. Especially gratifying to all 
concerned was the fact that the com- 
pany simultaneously increased both in- 
surance in force and surplus. The 
stockholders elected Algernon Blair 
vice-president. H. M. Hobby, formerly 
treasurer, was elevated to the vice- 
presidency. R. D. Quisenbery, secre- 
tary, becomes secretary and treasurer. 
W. C. Jennings, actuary and assistant 
secretary, becomes actuary and secre- 
tary. H. H. Wilson, of Harrisburg, 
Pa., was added to the directorate. 
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KANSAS COMPANIES CONVENE 

The Association of Kansas Owned 
Life Insurance Companies recently 
held a regional convention at Topeka 
which was attended by about two hun- 
dred and fifty executives and fieldmen, 
representing fifteen life insurance com- 
panies. Senator H. K. Lindsley, presi- 
dent of the Farmers and Bankers Life 
Insurance Company, Wichita, was 
chairman. More than a thousand per- 
sons were at the annual banquet. 

The newspapers of Topeka, where 
eight of the fifteen member companies 
are domiciled, gave considerable pub- 
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licity to the convention, and the Topeka 
State Journal issued a special section 
devoted to Kansas life insurance. 


Member companies of the associa- 
tion are: American Home Life, Bank 
Savings Life, Cosmopolitan Life, Vic- 
tory Life, Guaranteed Securities Life, 
Liberty Life, National Reserve Life 
and the Pioneer National Life, all of 
Topeka; Central Life, Fort Scott; 
Farmers and Bankers, National Old 
Line, Wichita; Federal Reserve Life, 
Kansas City; Great American, Hutch- 
inson; Manhattan Mutual, Manhattan, 
and the United Life, Salina. 
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THE | 
Midland Mutual 


Life Insurance 
Company 


Columbus, Ohio 
Organized 1905 


Abstract from Twenty-Fifth Annual Statement 
For the year ended December 31, 1930 


Policy reserves and other liabilities 


| Dividends paid and credited policy- 


Total payments to policyholders 


Ratio of actual to expected mortality 


Rate of interest earned on mean invested 


$ 19,843,957 
18,379,919 
1,464,038 


3,760,927 
5,141,842 


602,759 
2,427,480 


15,140,738 
111,634,276 
47.9% 
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Life Insurance 





Carramba! 





The thwarted gentleman to th: 
eft is none other than our old 
friend the twister. He has just 
learned that a nice case which he 
promoted had as its intended 
viciim a Union Central policy 
holder. Imagine his perturbation; 
wisely he contemplates entering 
new racketeering fields, far from 
the realm of Life Insurance 











S° IT GOES; what one builds up another 

attempts to destroy. But in this instance 
E] Twistero picked the wrong party. The 
policyholder listened to his story, then 
called in the man to whom he always turns 
when estate matters arise—the Union 
Central Life Underwriter. A few moments 
of explanation revealed the fallacies in the 
twister’s arguments and the insured was 
satisfied. 


























It is such work that gives pleasure to the 
underwriter. He knows that he has per- 
formed a definite service for his client and 
can see tangible results accrued from his 
help: Last year almost half of The Union 
Central’s new business was purchased by 
old policyholders—satisfied customers who, 
far from dropping any present protection, 
came back to the same company for more. 
Where su. a tremendous structure of pol- 
icyholder cx ifidence exists, is it any wonder 
that the twister’s arguments meet defeat? 





Over One and One-Half Billions in Force 





The Union Central Life 
Insurance Company 


of Cincinnati 
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Just Reinsurance 


—That’s All 




















ohe Reinsurance Life 


Division of 
SECURITY LIFE INSURANCE CO. of AMERICA 
CHICACO 






























OPPORTUNITY! | 


Desirable Territory Open for General Agencies 
Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 
Denver, Colorado 





































WANTED 


STATE MANAGER FOR | 
WEST VIRGINIA 


The Colonial Life Insurance Company of | 
High Point, North Carolina, has open- | 
ing for manager for the state of West 
Virginia. He must be of good character, 
and experienced in agency development 
and supervision, as well as in personal 
production. Good salary will be paid 
to the right man. 


pating insurance. Juvenile contracts, 
sub-standard insurance, non-medical both 
male and female, and monthly premium | 
plans. Liberal agency contracts and full | 
Home Office cooperation. Write in con- 
fidence, giving full information as to 
your experience to 


PAUL J. MYATT. Agency Manager. 


| 
| 
The Company issues all forms of partici- | 
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Retirement Annuities 
for Big Group 


Forty-Five Thousand Employees 
of Standard Oil Company Pro- 
tected in New Coverage 

Herbert L. Pratt, chairman of the 
ward of the Standard Oil Company 

New York, announced last week the 
argest transaction ever undertaken by 
an industrial organization guarantee- 
ing retirement annuities for its em- 
plovees through the medium of a 
private insurance company. The trans- 
action involves the expenditure of many 
millions of dollars annually and places 
the company’s long established plan 
for retirement annuities and death 
benefits on a cooperative and _ con- 
ractual basis to be administered in 
conjunction with the Metropolitan Life 
Insurance Company. 

In taking such a step at this time, 
the board of directors of the Standard 
Oil Company of New York publicly ex 
pressed their absolute faith in the 
stability of American industry. 

Under the revised plan, the 45,000 
employees of the Standard Oil Com 
pany of New York and its subsidiaries 
will join with their employer in meet 
ing the cost of the plan, and the an 
nuity benefits upon retirement are 
made irrevocable. 

The new plan protects employees and 
their dependents against death, acci 
dent, total and permanent disability 
and dependent old age. 

The retirement annuity provides that 
men may retire at age sixty-five and 
women at fifty-five on a pension ap- 
proximating two per cent of their total 
pay after joining the plan, and in addi- 
tion, present employees will be given 
an addition annuity at no cost to them 
equal to two per cent of their 1930 pay 
for each year of prior service. Thus, 
an employee retiring after thirty-five 
years of service will receive a total 
retirement annuity of at least seventy 
per cent of his average pay. 


LIFE INSURANCE AGENCY RESULTS 





\ TABLE OF NEW PAID FOR LIFE INSURANCE BUSINESS OF LEADING LIFE INSURANCE AGENCIES 


IN 1930 AND PREVIOUS YEARS 


NAME AND LOCATION OF AGENCY 


Allen & Schmidt Agency, New York City 
i and New England Mutual) 

Crouch, W. , Ft. Dodge (Bankers Life, La.-Lincoln 
Nz NAY 

Cummings, r H., Detroit (Northw'n National Life 

De Groat, F. Boston (Mutual Benefit Life 

Fisher, O. J.. = ichita (Union Central Life). . 

Fleming, D., New Orleans (Penn Mutual Life). 

Flamen Ball Agency, Cleveland. 

Gardiner, Harry, New York (John Hancock Mutual) 

Hardy, R. K., Salt Lake City. .. 

Law, C. O., Wheeling (Northwestern Mutual Life) . 

Miller, L. M., Baltimore (Northwestern Mutual Life) 

Newman, L. L., Indianapolis (Penn Mutual Life) 

Norton, C. C., Spokane (New York Life).. 

Poindexter, C. H., Kansas City (Minnesota Mutual 

Prosset & Homans, New York (Equitable Life) 

Reinhart, J. A., Wichita (Bankers Life, Ia.) 

Rogers & Darling Agency, Cedar Rapids (Bkrs. Life, Ia 

Rushton, Allen W., Philadelphia (Union Centra! Life 

Ryan, R. M., Detroit yr able Life Assurance 

Seige !, Harry (New York Life 

Stebbins, Leterman & Gates, New York City 

Stevenson, John A., Philad 4 hia (Penn Mu itual Li 





Sweeney, T. B., W h eling (Equitable Lif 1 17 


t Includes $26,000.099 grou» insurance 
+ Exclusive of grou insuran 


The death benefit is equal to approxi 
mately one year’s pay. An additional 
benefit of approximately one year’s pa) 
is payable in case of accidental death. 
Disability benefits are payable to em 
ployees who become totally and perma 
nently disabled through either illness 
or accident. All benefits are payable 
in monthly installments. 

There will be available to all em 
ployees a cash surrender value upon 
withdrawal from the company’s service 
or the employees may make individual 
arrangement with the insurance com- 
pany to secure an annuity provided 
their own contributions. After twenty 
five years of service, withdrawing em 
ployees who do not take their cash 
surrender value will retain the right to 
receive all retirement annuities pro- 
vided by the company’s contributions as 
well as their own. The cash surrender 
value is also payable to beneficiaries of 
retired employees in addition to death 
benefits, less any annuity payments 
already made. 


1,400, 000 
5,050,880) 4,644,582) 4,025,929) 


bye 


5,986,450| 6,845, 350| 6,225, 300| 
+13, 706, 789|+13, 550, 624|715, 114, 401/715, 104, 066/715, 003, 672 
1,118,000) 
4, 756, 100; 3,931,000) 
3,627,313 
20,488,074) 20,449,366) 20,276,557) 20,220,970 
2,513,000} 3,006,000) 1,328, 000] 3,916,500) 1,840,000 
9,430,000! 19, 155,000 ‘ . 
35,921,258! 33,066,584 26,837,668) 21,740,442) 22,883,654 





FIGURES AS OF DECEMBER 31 
“ | 
1930 «6©|)=«61929 «|S 1928 ~— | ~—s:1927 1926 


§ $ “hans eer $ 


| 
8,002,700, 9,518,300; 9,077,418) 10,203,998) 8,724,327 


1,300, 000) 1,400, 000 
2,971,224] 2,369,800 
6,040, 050 6,580, 747) 8,056, 803 


1,500,000; 1,400,000 


3,100) 7,101,237 








3,764,905! 2,005,900! 2,159,330; 2,019,182) 1,828,084 
2,577,304) 2,345, 530! 2, 286, 949) 1,596,517] 2,008 , 406 
9, 102, 293) i, ‘404, 699) 11,287,499) 15,237,484) 12, 137,766 
; 137, 500, 000} 13,600,000! 15,000,000) 13,400,000} 8,000,000 
2,807,500) 2/389; 000! 1,375, 000) 1,196,500; 1,204,000 
4, 275, 000) 4,449,500) 3,423,700; 4,449,400) 5,048,500 
2,523,450) 3,970,500) 3,583,000) 3,212,500) 3,394,000 
4,444,314) 4,679, 154| 4, 606, 478 3,478,417) 4,207,525 
4,906, 785) 5.557,672| 5,417,359] 5,535,983) 4,997,754 





6,149,400) 5,627,200 


985,650) 1,043,000) 1,202,000) 

3,888, 350) 4,074,923] 4,742, 030 
1,691,118} 2,459,385) 1,466,467) 1,577,330 
20,032, 660 


212,538! 16,104,227) 13,418,035) 14,940,749) 13,973,075 


Cc. B. METZGER APPOINTED 


At the annual stockholders’ meeting, 
William M. Duff, president, announced 
the appointment of C. B. Metzger as 
superintendent of the Edward A. Woods 
Company last week. 

Mr. Metzger joined the Woods com- 
pany in July, 1924, as statistician and 
director of research. Late in 1927 he 
took up agency work and in 1928 was 
appointed assistant manager, in charge 
of the agency’s unit organization. In 
1929 he was appointed assistant to the 
president and that same year qualified 
as a chartered life underwriter. 


BECOMES SUPERINTENDENT 


Karl G. Gumm, who has for the past 
year been connected with the National 
Life Insurance Company as agency 
supervisor, was appointed assistant 
superintendent of agencies at the com- 
pany’s annual meeting, held Jan. 27, 
at its home office in Montpelier, Vt. 
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ASSETS 
$ 368,301.00 
653,865.00 
197,200.00 
1,272,869.14 


Government Bonds . 
County, School and Municipal Bonds 
Public Utility Bonds , 


Miscellaneous Bonds and Socks 





Total Bonds and Stocks (Market Value) 
Accrued Interest 
Cash 
Premiums in .— of Collection (Not Over 90 Daye ‘Due) 


LIABILITIES 
Reserve for Unearned Premiums 
Reserve for Losses 
Commissions Due Agents 
Reserve for Taxes, Expenses and Contingencies 
Capital 
Surplus 


$750,000.00 
504,666.15 


Surplus as to Policyholders . 





WRITING ALL LINES OF LIABILITY, BURGLARY, PLATE 
AND AUTOMOBILE INSURANCE, AND 
FIDELITY AND SURETY BONDS. 


The Western Casualty and Surety Company 





Statement of Condition as of December 31, 1930 





$2,492,235.14 
26,327.38 
144,394.02 
310,454.53 





$2,973,411.07 


$ 805,040.38 
791,094,98 
82,658,56 
39,951.00 









1,254,666.15 





$2,973,411.07 


GLASS 








Statement of Condition as of December 31, 





The Western Fire Insurance Company 
1930 




















ASSETS 

Government Bonds ‘ . $ 166,730.00 

County, School and Municipal Bends ; 139,556.00 

Railroad Bonds ; . 336,240.00 

Public Utility Bonds ' : 126,050.00 

Miscellaneous Bonds and Stocks 544,400.00 
Total Bonds and Stocks (Market Value) $1,312,976.00 
Accrued Interest . : 16,459.50 
Cash 57,480.20 
Premiums in Couses of Collection (Not Over 90 Daye Due) 86,294.73 
$1,473,210.43 

LIABILITIES 

Reserve for Unearned Premiums $336,036.02 
Reserve for Losses 72,447.59 
Commissions Due Agents 2,000.00 
Reserve for Taxes and Expestes 17,428.00 
Impounded Premiums : ‘ . : 3,529.68 

Capital , . , e $ 500,000.00 

Surplus 541,769.14 
Surplus as to Policyholders . 1,041,769.1 ¢ 





WRITING FIRE, TORNADO, SPRINKLER LEAKAGE, EXPLOSION, 
RIOT AND CIVIL COMMOTION 
USE AND OCCUPANCY AND RENT INSURANCE 








$1,473,210.43 
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New and Retired Companies in 1930 


Fire Insurance Company of 


Stock CoMPANIES RETIRED 


City Ins. Co. of Pennsylvania, Sun- 
bury, Pa.; merged with Allemannia 
Fire, Pittsburgh. 

Fidelity Union Fire Ins. Co., Dallas, 
Tex.; reinsured in the Fidelity Union 
Ins. Co., Dallas. 

Guardian Fire Assur. Corporation, 
New York; merged with American 
Equitable Assurance Co. of New 
York, N. Y., 

Hampton Roads Fire & Marine, Nor- 
folk, Va., receiver appointed. 

Home Fire Ins. Co., Little Rock, Ark.; 
receiver appointed. 

Jefferson Fire Ins. Co., Newark, N. J.; 
reinsured in American Equitable 
Assur, Co. of N. Y. and liquidated. 

Liberty Bell Ins. Co., Philadelphia, 
Pa.; ceased business and all out- 
standing risks reinsured in the 
Guardian Fire Assur. Corp., N. Y. 

Long Island Fire, New York; merged 
with New York Fire Ins. Co., N. Y. 

Mayflower Fire and Marine, Newark, 
N. J.; receiver appointed. 

Minnesota Fire Ins. Co., Chatfield, 
Minn.; all outstanding liability re- 
insured in the First National Ins. 
Co. of America, Seattle. 

National Guaranty Fire Ins. Co., New- 
ark, N. J.; receiver appointed. 

North Carolina State Fire Ins. Co., 
Rocky Mount, N. C.; merged with 
Underwriters Fire Ins. Co. of Rocky 
Mount, N. C. 

Old Trails Automobile Ins. Co., Indian- 
apolis, Ind.; absorbed by Old Trails 
Ins. Co. of Tennessee, Memphis, 
Tenn. 

Palisades Fire Ins. Co., Hoboken, N. J.; 
dissolved. 

Reinsurance Corporation of America, 
N. Y.; merged with American Re- 
serve Ins. Co., New York. 

Safety First Fire Ins. Co., 
Ill.; dissolved. 

Security Union Ins. Co., Houston, Tex.; 
receiver appointed. 

Southeastern Fire, Tampa, Fla.; dis- 
continued writing business; entire 
outstanding liability reinsured with 
the Chicago Lloyds of Chicago. 

Standard Federal Fire Ins. Co., Daven- 
port, Iowa; outstanding business re- 
insured in the Cosmopolitan Fire of 
New York. 

Sylvania Ins. Co., Philadelphia, Pa.; 
merged with the Globe Ins. Co. of 
America, Pittsburgh, under the title 
of Globe Ins. Co. of America. 

Inderwriters Re-ins. Co., Trenton, 
N. J.; reinsured in the American Re- 
serve Ins. Co. of New York. 

Inion Fire Ins. Co., Buffalo, N. Y.; 
merged with New York State Fire 
Ins. Co. of Albany, N. Y. 


Chicago, 


~— 
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Washington Fire and Marine, Seattle, 
Wash.; reinsured all outstanding lia- 
bility with the Hartford Fire of 
Hartford and being liquidated. 

Western Ins. Co. of America, Seattle, 
Wash.; liquidated. 


MuTuaL ComPaANIES RETIRED 


Automobile Dealers Preferred Mut. 
Fire, N. Y.; liquidated. 
Farmers Mutual Fire, West Plains, 


Mo.; liquidated. 
Farm Central Mutual Fire, Hastings, 


Neb.; reinsured in Farmres Mut. 
Fire of Lincoln, Neb. 
Milwaukee Mutual Fire, Milwaukee, 


Wis.; reinsured by the National Mut. 
Ins. Co., Celina, Ohio. 

Planters Mutual, Lansing, Mich.; 
merged with the State Mutual Rod- 
ded Fire Ins. Co. of Flint, Mich. 

Provident Mutual Fire, Braddock, Pa.; 
receiver appointed. 

Retail Lumber Dealers Mutual, Lans- 
ing, Mich.; reinsured by the Lumber- 
men’s Mut. of Mansfield, Ohio. 


LLoyps AND RECIPROCAL OR INTER- 
INSURANCE ASSOCIATIONS RETIRED 


Atlas Insurance Underwriters, Owosso, 
Mich., ceased business. 

Continental Auto Ins. Underwriters, 
Springfield, Ill.; reinsured in Conti- 
nental Indem. Co. of America, St. 
Louis, Mo. 

Epperson Underwriters, Kansas City, 
Mo.; merged with Lumbermen’s Un- 
derwriting Alliance of Kansas City, 
Mo. 

Iroquois Automobile Ins. Undrs., Dan- 
ville, Ill.; merged with Security 
Automobile Ins. Assn. of Indianap- 
olis, Ind. 

Lumbermen’s Reciprocal Assn., Hous- 
ton, Tex.; receiver appointed. 

Lumber Underwriters, Little Rock, 
Ark.; reinsured by Lumbermen’s Un- 
derwriting Alliance and Manufactur- 
ing Lumbermen’s Underwriters, both 
of Kansas City, Mo. 

Oak Auto Ins. Assn., Indianapolis, 
Ind.; merged with Old Trails Auto 
Ins. Co., Indianapolis. 

Valley Automobile Ins. Exch.; Sag- 
inaw, Mich.; reinsured by the Detroit 
Automobile Inter-Ins. Exchange of 
Detroit, Mich. 


NEw AND ProJectep Stock 
CoMPANIES 


Name and Location 


of Company Capital 
Ace Reinsurance Company, 
Elienbeth, N. J........0: $ 300,000 


Chicago, Chicago, Ill..... 2,000,000 
Memphis _Fire. Ins. Co., 

Memphis, Tenn. ........ 50,000 
Penn General Fire Ins. Co., 

Philadelphia, Pa. ....... 100,000 
Quaker City Fire & Marine 

Ins. Co., Philadelphia Pa. 400,000 
Sun Underwriters Ins. Co., 

s.r 600,000 
Tennessee Ins. Co., Knox- 

ee 50,000 
Texas National Ins. Co., 

Pe, SS Sb rackencee | a0a0exes 
Western and Southern Fire 

Ins. Co., Cincinnati, Ohio. ........ 
Western States Fire Ins. 

Co., Des Moines, Iowa... 200,000 


New AND PROJECTED MUTUAL 
CoMPANIES 


American Mutual Ins. Assn., Des 
Moines, Iowa. 
Atlas Mutual Insurance Association, 


Des Moines, Iowa. 
Brethren Mutual Fire Aid, Mt. Joy, Pa. 
Central Farm Mutual Ins. Co., Made- 
lia, Minn. 
Citizens Mutual Fire Ins. Co. of Law- 
rence County, Lawrenceburg, Tenn. 
Egyptian Mutual Auto Ins. Co., Salem, 
Ill. 

Farmers Mutual Theft 
Assn., Humboldt, Iowa. 

Franklin Auto. Mut. Ins. Co., Chicago, 
Ill. 

Great Western Hail Ins. Co., Omaha, 
Neb. 

Hartford County Tobacco Growers 
Mut. Ins. Co., Windsor, Conn. 

Hubbard County Mutual Fire Ins. Co., 
Nevis, Minn. 

Lincoln Mut. County Fire Ins. Co., Mt. 
Morris, Ill. 


Insurance 


Mounds Standard Mut. County Fire 
Ins. Co., Mounds, III. 
Southern Minnesota Mutual Ins. Co., 


Storden, Minn. 
State Mut. 
S. C. 
Sugar Creek Township Mut. Fire Ins. 

Co., Trenton. 
United Hail Ins. Co., Omaha, Neb. 


Fire Ins. Co., Greenville, 


NEw Ltoyps, RECIPROCAL AND 
INTER-INSURANCE ASSOCIATIONS 

Alyea Fire and Aviation Ins. 
El Paso, Il. 


Northwest Lumber Underwriters, Port- 
land, Ore. 


Assn., 


Fire Insurance 


























NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 
LOS ANGELES INDIANAPOLIS 


Marsh & McLennan 


INSURANCE 


Liability Marine 


Fire 


164 W. Jackson Blvd., Chicago 


London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 






























































EUREKA-SECURITY 
FIRE and MARINE 
Insurance Company 


Cincinnati, O. 


22 Garfield Place, 


CAPITAL $1,000,000 


AN OLD COMPANY WITH 
AN EXCELLENT RECORD 


oe 


STATE AGENTS 


New York Pennsylvania 
George H. Reuter George A. Reynolds 
P. O. Box 299 901 Celumbia Bids 
Pittsburgh, Pa. 


New Jersey 
John A. Lance 
9 Clinton St. 


Newark, N. J. Syracuse, N. Y. 























WINTER CONDITIONS 














» 
Invite O. L. & T: Coverage 


AS ONE travels the streets of winter with its 
ice and snow, the need for O. L. & T. protec- 
tion is impressed upon us. 





AGENTS alert to the situation are placing 
many O. L. & T. Contracts. 


COMMONWEALTH offers you an attractive 


contract covering this risk that makes instant 
appeal and carries a good commission. 


Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMPANY) 
Philadelphia 


W FREELAND KENDRICK 
Premdent 














| 









ORGANIZED 
1869 


CASH CAPITAL 
$3.000.000.00 | 


78 “a 2, 
{anwar 
NEW HAMPSHIRE 
FIRE INSURANCE CO. 


Manchester, N. H. 
ASSETS $18.423,52654 


TOTAL LIABILITIES EXCEPT CAPITAL 
$6.919,.223.80 





Xe ON — aX Xe = = 


POLICYHOLDERS SURPLUS 
$ 11.504,302.74 
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EXTRACTS FROM STATEMENTS 
AND MARINE INSURANCE COMPANIES 


Name and Location 


of Company 
Agricultural, 
Watertown 
American Alliance 
N. Y¥. 


American Auto. 
Fire, St. Louis 
American F. & M., 
Galveston, Tex. 
American General, 

Houston 
Anchor, 

Providence 
\utomobile, 

Hartford, Conn. 
Bankers & Ship- 

pers, N. Y. 
Boston, 

Boston, Mass. 
Commercial 
Assur., London 

Dubuque F. & M., 
Dubuque, Iowa 
Eastern Shore of 
Va., Keller 
Empire State, 
Watertown, N.Y 
Farmers Union 
Mut., Des Moines 
Fidelity & Guar. 
Fire, Baltimore 
General Ins. Co. of 
America, Seattle 
Great American, 
 & A 


Great States, 
Dallas, Tex. 
lowa Hardware 
Mut., Mason City 
Lafayette Fire, 
New Orleans, La 
Law Union & 
Rock, London 
London & Lanca- 
shire, London 
Louisville F. & M., 
Louisville, Ky. 
Massachusetts 
F. & M., Boston 
Mer. & Bus. Men’s 
Mut., Harrisburg 
Mer. & Mfrs. Mut., 
Mansfield, Ohio 
Merchants Fire 
Assur. Corp., N.Y 
Merchants Fire, 
Indianapolis 
Mercury, 
St. Paul, Minn. 
Millers Mut. Fire, 
Alton, Ill. 
Millers National, 
Chicago 
Monarch Fire, 
Cleveland, Ohio 
National Security, 
Omaha, Neb. 
Niagara Fire, 
N. Y. 


Northern, 
New York 
Ohio Farmers, 
LeRoy 
Old Colony, 
Boston 
Old Dominion 
Fire, Roanoke 
Orient, 
Hartford 
Pacific Fire, 
New York 
Paper Mill Mut., 
Boston, Mass. 
Preferred Risk F., 
Topeka, Kan. 
Publie Fire, 
Newark, N. J. 
Jueensland, 
Auckland 
‘cliable Fire, 
Dayton, Ohio 
Rochester-Ameri- 
can, N. Y. 
Rocky Mt. Fire, 
Great Falls 


Safeguard, 
New York 


Union 


Dec. 31 
{ 1930 
) 1929 


, § 1930 
) 1929 
§ 1930 
) 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
1929 
1930 
1929 
1930 
1929 
1930 
1929 
1930 
1929 
1930 
1929 
1930 
1929 
1930 
1929 
1930 
1929 
1930 
? 1929 
_§ 1930 
7 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
ot 
f 
) 
f 
’ 


me ee ee ee, ee eee ee, 


1929 
1930 
1929 
1930 
1929 

§ 1930 
? 1929 
{ 1930 
? 1929 
§ 1930 
? 1929 
§ 1930 
? 1929 
{ 1930 

. 2 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
7 1929 
{ 1930 
? 1929 
{ 1930 
) 1929 

{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
) 1929 
{ 1930 
? 1929 
{ 1930 
? 1929 
{ 1930 
) 1929 
{ 1930 
} 1929 
{ 1930 
) 1929 
{ 1930 
) 1929 
{ 1930 
} 1929 
{ 1930 
) 1929 
{ 1930 
} 1929 
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1931 


Assets 

$15,494,387 
17,081,758 
9,325,840 
10,206,419 
3,367,732 
3,250,871 
2,073,409 
1,510,293 
1,028,662 
1,001,153 
1,973,865 
1,590,205 
21,345,688 
24,225,410 
5,802,485 
6,398,541 
23,595,633 






16,102,474 
16,308,037 
5,113,160 
5,494,544 
411,676 
415,863 
2,720,141 
2,655,755 
326,908 
283,781 


887,034 
879,363 
2,735,824 
2,797,165 
8,604,790 
8,977,625 
106,412 
148,439 
2,573,058 
2,946,441 
976,795 
905,567 
351,116 
368,485 
13,201,454 
14,892,547 
608,187 
549,455 
4,300,752 
3,964,681 
2,125,737 
2,055,748 
5,793,146 
5,700,043 
4,037,239 
4,330,388 
2,594,064 
2,589,184 
24,389,015 
28,553,817 
9,722,359 
10,394,516 
4,960,182 
5,798,376 
8,512,001 
9,372,347 
1,319,189 
1,503,686 
7,375,603 
7,573,475 
6,234,552 
7,013,848 
828,355 
828,891 
1,207,910 
1,258,516 
7,108,644 
8,278,129 
1,861,038 
1,785,700 
1,526,323 
1,550,165 
3,052,121 
3,216,749 
719,018 
713,401 
2,455,177 
2,122,102 


OF 


FIRE 


Surplus to 
Folicy- 
holders 

$7,788,385 
8,076,942 

7,322,917 
8,038,526 
967,087 
904,597 
1,583,900 
1,157.232 
723,041 
762,187 
1,563,657 
1,308,638 
12,000,662 
12,931,161 
2,775,069 
3,242,920 
14,926,413 
16,841,648 
7,169,387 
6,834,995 
1,933,961 
2,221,615 
327,579 
323,717 
2,040,227 
2,027,001 
18,207 
10,194 
2,407,419 
3,283,503 
2,504,164 
2,293,475 
32,683,805 
37,464,077 
466,894 
459,295 
175,086 
185,888 
708,317 
698,242 
5,495 
1,222, 
4,135,993 
4,240,029 
80,847 
128,582 
2,079,013 
2,330,887 
758,702 
694,825 
182,674 
206,582 
7,617,080 
8,405,889 
404,707 
400,787 
2,079,512 
1,832,507 
1,152,062 
1,064,315 
2,847,793 
2,852,993 
2,534,131 
3,337,507 
1,885,408 
1,974,934 
18,352,781 
14,186,726 
5,005,613 
5,607,496 
1,401,299 
1,593,691 
6,140,803 
6,753,528 
1,025,881 
1,193,241 
3,708,821 
3,835,635 
2,733,623 
3,353,357 
520,971 
497,645 
466,701 
517,579 
2,317,664 
2,862,605 
1,030,676 
1,022,168 
1,069,376 
1,066,134 

522,929 

,656,069 

599,171 

590,131 

1,692,975 

1,286.948 
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News of San Francisco and the Coast 


tect the purchaser of an automo- 
bile on time payments, under the guise 
of an emergency act, has been intro- 
duced into the Arizona State Legis- 
lature by Representative Valentine. 
Under the terms of the bill, the pur- 
chaser of a car is allowed a certain 
number of days of grace following the 
time when payment is due on the ma- 
chine. The amount of time given 
depends on the equity held by the 
purchaser in the car. 

Such extension of time, declare in- 
surance men who have investigated the 
bill, will increase the tendency on the 
part of car purchasers to embezzle the 
machine, and if not that, then to drive 
the automobile so recklessly that its 
value will be impaired to the detriment 
of the company insuring the risk. 

* * Me 


A MEASURE which seeks to pro- 


At the annual meeting of the Pacific 
Coast Hail Conference, held in San 
Francisco, Feb. 4, W. B. Rasmusen, 
general agent of the Home of New 
York at Portland, Ore., was re-elected 
president. 

Charles I. Magill, assistant general 
agent of the Home at San Francisco, 
and Clay F. Laude, superintendent of 
the hail and rain department of the 
Aetna, North America and Springfield 
group at Spokane, were _ re-elected 
vice-president and secretary-treasurer, 
respectively. 

Three new companies were admitted 
to membership in the organization, as 
follows: Springfield Fire & Marine, 
Sentinel and New England Fire. 
Twenty-two out of the thirty com- 
panies comprising the membership 
were represented at the gathering. It 
was declared that premiums were off 
and losses up for 1930, and that busi- 
ness generally in the West Coast terri- 
tory had not been profitable for the 
companies. 

* * * 

E. W. Parker, executive special 
agent in California for the National 
Union companies since January, 1930, 
has been named assistant secretary of 
National Union Fire by the board of 
directors, according to recent announce- 
ment. As a result of the election of 











St. Paul F. & M., { 1930 34,332,085 19,873,818 
St. Paul, Minn. 11929 35,044,673 18,943,138 
St. Paul Mutual, { 1930 54,311 39,877 
St. Paul, Minn. 1 1929 102,165 91,442 
Seaboard Fire, { 1930 351,163 306,338 
Atlantic City, N.J. |} 1929 334,243 281,889 
Southern Home, { 1930 1,549,957 851,147 
Charleston, S.C. } 1929 1,704,516 901,160 
Standard Fire, {1930 3,962,799 2,056,507 
Hartford } 1929 4,267,852 2,192,787 
Sun Mutual, { 1930 355,149 241,754 
Cincinnati } 1929 357,944 243,131 
Trinity Fire, { 1930 2,308,087 1,505,339 
Dallas, Tex. } 1929 2,299,058 1,668,580 


M. J. Zemeck, last November, as assis- 
tant secretary of the National Union 
Indemnity at San Francisco, the Pacific 
Coast department now has two home 
office executives supervising its affairs. 


«= «= 


Insurance organizations throughout 
the State of Oregon have come to the 
support of Clare A. Lee, urging that 
he be reappointed to the position. Let- 
ters to this effect have been sent to 
Governor Julius Meier. Organizations 
which are supporting Mr. Lee are: 
Oregon Insurance Agents’ Union, In- 
surance Exchange of Portland, Surety 
Association of Portland, Marine Un- 
derwriters’ Association of Portland, 
Fire Insurance General Agents’ Asso- 
ciation, Oregon Life Underwriters’ 
Association, Oregon section of the Spe- 
cial Agents’ Association of the Pacific 
Northwest and the Portland Accident 
& Health Managers’ Club. 


. & © 


A record number of associates of 
the Board of Fire Underwriters of the 
Pacific have enrolled for the examina- 
tions to be given by the insurance 
Institute of America in the fire course, 
on April 18. In all 18 wil! take the 
course. Two have signed for the casu- 
alty course examinations. 

* ak * 

The big brother role was enacted by 
officials of the Fire Underwriters’ 
Association of the Pacific, when the 
associate members of the organization 
were entertained at a dinner given at 
the St. Francis Hotel, San Francisco, 
Feb. 5. More than 200 attended. R. H. 
Collins of the Fire Association of 
Philadelphia, served as toastmaster. 

.* & &@ 


Jacob Nelson, United States and 
Canadian manager of the hail depart- 
ment for “America Fore,’ who is 
visiting San Francisco, announces that 
his company will open an office at 
Spokane, immediately, to handle all 
Pacific Coast States hail business, with 
the exception of Montana. H. C. Lyng, 
for many years with the Pacific Coast 
Adustment Bureau, will be in charge 
of the new office, which it is expected 
will be open Feb. 15. 








Union Marine, { 1930 1,198,576 788,082 
Liverpool 71929 = 1,213,327 730,857 
United States {1930 32,325,985 15,646,851 
Fire, N. Y. 1 1929 38,946,960 20,990,828 
Universal Auto- { 1930 1,983,399 802,399 
mobile, Dallas } 1929 2,069,026 800,936 
Westchester Fire, {1930 15,131,492 6,040,688 
». Ss 11929 17,907,550 *8,195,505 
Western Fire, { 1930 1,473,210 1,041,769 
Fort Scott, Kan. } 1929 1,566,679 1,000,000 
Wolverine, { 1930 669,212 439,117 
Lansing, Mich. } 1929 707,660 436,467 
*Includes $1,000,000 special reserve fund and 


$1,000,000 guaranty surplus fund. 
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193] AMERICA- 
FORWARD MARCH’ 


Is Striking Sparks of Confidence 
All Over the Country 


A little less than two months ago United Business 
Publishers, Inc., offered this stimulating phrase to 
| =x et soon vis saree American Business. In this short time it has achieved 
FORWARD ws —_ nation-wide acceptance. Hundreds of business 
MARCH sith, “*picis.” “showels men have registered their hearty approval, and 
1931. Time Works for [oa have testified to their appreciation of the cam- 
AME ead ea paign by making it the keynote of conventions, 
“? gt vom va pe sales meetings, house organs and retail advertising; 
FRU sates sa" Suat fe while many others have incorporated the insignia 
in their products and their business contacts. 


Chambers of Commerce, Merchant Associations 

and Business Men are writing and wiring for copies 

sagpetncre of the Civic Promotion Plan by which better busi- 

FORO saat ees sare renee. | ness sentiment can be fostered in communities 
= i: throughout the United States. 





1931 Next Generation Will 
AMERICA Have No Breadlines 


* et Joun H.V a ’ DEVENTER 
* The long balred in- 
FORWARD ventor, wee. has been 
pictured to us as strug 
MARCH ° ‘eae = Lead ty one o pe 
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° ~ ERICA Accept Challenge 
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1931 Consumer Demand |' 


AMERICA Notes Falling Due 
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More than 100 newspapers, with a daily circulation 
of over three million and a quarter, are publishing 
news releases conveying the slogan and spirit of 


the campaign—and giving a running inventory of 
the stabilizing factors in the business structure. 
Through its more than 600 editors and correspondents, the 
United Business Publishers, Inc., is able to closely gauge 
the spirit and temper of business—and is thereby given in 
trust the opportunity of reaching and influencing the think- 
ing of a large section of Business America. 


The growing appreciation shown for its publications is a 
warranty of the integrity with which it maintains this trust. 


“1931 AMERICA— FORWARD MARCH” 


United Business Publishers, Inc. 
239 WEST 39th STREET, NEW YORK, N. Y. 


The following publications and services of the United Business Publishers, Inc., 
are sponsoring this campaign: 
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PUBLIC FIRE INSURANCE COM- 
PANY OF NEWARK 


In its third annual report, the Pub- 
lic Fire Insurance Company of Newark 
reflects a sound and substantial finan- 
cial position. The management de- 
serves considerable credit for the re- 
sults achieved, particularly in view of 
the very disturbed conditions of the 
country during the past year. 

On Dec. 31 last the company showed 
total admitted assets of $7,103,644, in- 
cluding bonds and stocks at actual mar- 
ket value of $4,733,569; cash in banks 
and office. $1,181,898; agents balances, 
$1,146,812; interest accrued, $40,307; 
due from other companies, $1,058. The 
principal item of liability is naturally 
the unearned premium reserve of $4,- 
004,236; reserve for losses in process 
of adjustment were $605,236; reserve 
for taxes and other liabilities of $176,- 
508 brought the total liabilities to $4,- 
785,980. Surplus to_ policyholders 
amounted to $2,317,664, of which $1,- 
000,000 was capital paid up and $1,317,- 
664 net surplus. The company’s official 
roster is headed by Arthur T. Vander- 
bilt as chairman of the board and Fred 
Rye as president. 








INTER-OCEAN REINSURANCE CO. 


The annual statement of the Inter- 
Ocean Reinsurance Company, Cedar 
Rapids, Iowa, shows total admitted 
assets, as of Dec. 31, 1930, to be $4,- 
071,872. Bonds (market value) are 
given as $2,116,587. Other items are 
as follows: First mortgage loans, $795,- 
860; stocks (market value), $242,909; 
real estate, $99,602; accrued interest, 
$93,909; due from insurance com- 
panies, $344,049; cash in banks, $378,- 
954. The capital of the company is 
$500,000, surplus $1,047,906, making 
the surplus for treatyholders $1,547,- 
906. The premium income for 1930 
was $2,535,889, which is $178,195 more 
than the premium income for 1929. 
The assets were increased during the 
year by $293,932 and the surplus by 
$37,985. Richard Lord is president, 
Roy E. Curray, secretary, and Karl P. 
Blaise, assistant secretary. . 


RECIPROCALS TO LIQUIDATE 


The Illinois Department Trade & 
Commerce at Springfield, Ill., has re- 
ceived petitions for the voluntary 
liquidation of the Continental Auto 
Insurance Company of Springfield, IIl., 
and the Samson Auto Insurance Com- 
pany of Freeport, Ill. These com- 
panies were under the reciprocal insur- 
ance law, and their petitions will be 
forwarded to the attorney general’s 
office as provided in the reciprocal law. 
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NATIONAL FIDELITY FIRE 
DIRECTORS 






QUALIFICATION BILLS FOR 
ILLINOIS 


A coordination of insurance legisla- BALTIMORE, Feb. 7.—Two new mem- 


tive activities in Illinois has been ar- bers, Spencer B. Curry and Eldridge 
ranged through the legislative com- Hood Young, were added to the board , 
mittee of the Insurance Federation of of directors of the National Fidelity 
Illinois in which all branches of the Fire Insurance Company at the annual 
business are represented. This com- meeting this week. 


mittee will cooperate with the repre- 





sentative organized divisions of insur- 

ance in Illinois, and thus enable the brokers license bills which will be 
united support or opposition in connec- jntroduced in the legislature at an 
tion with any program proposed early date= This plan will be followed 


At present a special committee is with all other organization legislation, 


working on agents qualification and_ it is believed. 
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INTER-OCEAN REINSURANCE 
COMPANY 


Inter-Ocean Building, Cedar Rapids, Iowa 





CONDITION DECEMBER 31, 1930 


ASSETS LIABILITIES 
Bonds (market value). ..$2,116,587.49 Unearned premiums ....$1,962,676.80 
First mortgage loans.... 795,860.00 Reserve for losses ...... 328,352.17 
Stocks (market value).. 242,909.00 Reserve for taxes ....... 79,073.12 
rr 99,602.13 Funds held under treaties 96,130.23 
Accrued interest ........ 93,909.93 All other liabilities ..... 57,733.93 
Due from insurance com- sap stance stain 
DE so cinwisenniiines 344,049.17 $2,523,966.25 
Cash in banks........... 378,954.61 Capital ...... $ 500,000.00 
Surplus ..... 1,047,906.08 
Treatyholders’ surplus .. .$1,547,906.08 
Admitted assets ........ $4,071,872.33 $4,071,872.33 





THE PROGRESS OF ELEVEN YEARS 


ADMITTED PREMIUM UNEARNED 

ASSETS INCOME PREMIUM SURPLUS 
1920 $1,186,144 $ 117,900 $ 119,482 $ 248,178 
1924 2,319,804 1,001,284 946,339 443,773 
1926 2,569,808 1,372,633 1,461,475 450,404 
1928 3,261,108 1,662,517 1,548,848 832,635 
1929 3,777,940 2,357,694 1,809,420 1,009,921 
1930 4,071,872 2,535,889 1,962,677 1,047,906 





REINSURANCE OF FIRE AND 
ALLIED LINES 


RICHARD Lorp, President 


Roy E. Curray, Secretary Kart P. Braise, Ass’t. Sec’y. 
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Prominent Agents and 
Brokers 
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Leon Irwin & Co. 
NEW ORLEANS, LA. 


Insurance Since 1895 


Brokerage Lines Solicited 

















Actuarial 














- 
i Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 





Audits Calculations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 
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MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 











Actuarial 





Actuarial 














GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit — Pension Funds 


SPRUCE ST. NEW YORK 














JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


















SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 

MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bldg., Toronto, Ont. 
























ALEXANDER C. GOOD 


Consulting Actuary 


807 Paul Brown Bidg. 
St. Louis, Mo. 


and 800 Securities Bidg., Kansas City, Me. 






































CONSULTING ACTUARY 
301 Iowa Building 


ERSTON L. MARSHALL 
DES MOINES, IOWA 























CONSULTING ACTUARY 


olcord Bldg. 


Oklahoma City, Okla 


T. J. MCCOMB 
Cc 











Consultants 


Actuarial, Accounting and 
Management Problems 


75 Fulton St. New York 


Sea 


| WOODWARD, FONDILLER and RYAN 

















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 




















JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 























| J. Charles Seitz, F. A. I. A. 


Consulting Actucry 
Author “A System and Accounting for a Life 


Insurance Company”’ 
Attention to 
Legal Reserve, Fraternal and Assessment 


Business— Pensions. 
228 North La Salle Street, Chicago, Illinois 
i Phone Franklin 6559 





























Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 





























FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred B. Swartz, C. 
W. L. Clayton 
E. P. Higgins 


THE BOURSE 
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PHILADELPHIA 




















L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 

















Inspections 








J. H. OPROURKE, Jr. 
UNDER COVER AND STRAIGHT 
CLAIM INVESTIGATIONS 


PHONES: 


GERMANTOWN 8105 
PHILADELPHIA, PA 


LOMBARD 1674 
DREXEL BLDG. 





































Liability of 
Automobile Users 
for Personal Injury 
By Clayton G. Hale 


A booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liabil- 
ity Insurance. 
PRICES 


Single Copy, 50 cents 


12 copies... 4.80 50 copies. 16.25 
25 > ec 46TH 100 7 . eee 





The Spectator Company 
CHICAGO NEW YORK 

















































to know about building construction. 








CHICAGO 


You'll Be Surprised 
and Delighted 


with the 2nd Edition of 


BUILDING CONSTRUCTION 


As Applied to Fire Insurance 
By Dominge & Lincoln 


Authors of Fire Insurance Inspection and Underwriting 


The book contains everything a fire insurance man ought 


Purchase this book and watch your losses drop. 
the mystery of this important -part of the business is removed. 


Company officials!—why not supply every clerk with a copy? 
Price $2 per copy 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 
243 WEST 39th STREET, NEW YORK, N. Y. 
BOSTON 


























In plain non-technical language—all 


NEW ORLEANS 
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HE Schedule Rating Office, through 

Leon A. Watson, expert, has filed 
Booklet No. 8 with the Commissioner 
of Banking and Insurance at Trenton, 
N. J., under Chapter No. 85, Laws of 
1913, State of New Jersey. 


* * 


This little pamphlet has also been 
forwarded to all agents. It furnishes 
n detail all general requirements for 
the construction of private garages be- 
neath or attached to dwellings and 
mercantile or manufacturing risks. A 
prominent feature underlying all of 
the requirements is that of strict com- 
pliance with the rules and standards 


adopted by the National Board of 
Underwriters and the Underwriters’ 
Laboratories, Inc. 

* * * 


Robert B. Murray, secretary of the 
Bergen County Board of Taxation, 
states that firemen are not entitled to 
a $500 tax exemption even though the 
State law provides for it. He explains 
that the New Jersey Supreme Court 
has decided that the law was uncon- 
stitutional and was considered class 
legislation. Despite the court’s ruling, 


New Jersey News and Comment 


however, the matter is still debated in 
legal circles. 
x *« * 

The announcement of the release of 
more than 300 acres (equivalent to 
6000 building lots) of the Phelps 
Manor Golf Club property in Teaneck, 
N. J., from long litigation, gives that 
township one of the finest residential 
tracts anywhere in Bergen County. 

Teaneck is the largest town in the 
county in point of territory and it will 
not be many years before it will be 
the largest in point of population. In- 
creased fire and police protection will 
become necessary and there will be 
much for insurance agents to consider. 

* * * 

The New Jersey Society of Insur- 
ance, 31 Clinton Street, Newark, N. J., 
has issued a circular letter “to those 
interested in insurance’ education,” 
giving notice of its program of insur- 
ance training in cooperation with Seth 
Boyden School of Business. Three new 
courses will be offered during the Feb- 
ruary-June term—casualty, fire and 
life. Conducting these classes will be 
Professor S. B. Ackerman (casualty 
and fire) and Horace H. Wilson (life). 














RED ROOSTERS OF 
PHILADELPHIA 


PHILADELPHIA, Feb. 9.—The Much 
To Be Respected Order of Loyal Red 
Roosters, Philadelphia’s unique fire 
countermen’s organization, held its 
twenty-second annual meeting last 
week at the Insurance Society. After 
a beefsteak dinner, the regular meet- 
ing took place and the following officers 
were elected: 

Cock of the Walk, John S. Spering; 
Bantam Cock, Harry A. Carl, Jr.; Ear- 
ly Bird, Charles J. Fitzgerald, and 
Principal Scratcher, George W. Ruhl. 

After the installation of officers, the 
new Cock of the Walk presented the 
retiring Cock of the Walk (Elmer Van 
Dusen) with a gold button. 


MISSISSIPPI AGENTS CHOOSE 
JACKSON 

The Mississippi Association of In- 
surance Agents will hold its annual 
onvention in Jackson, Miss., June 16 
and 17. This will be the second time 
n the last three years that the annual 
convention will have been held in Jack- 
son, the meeting of last year going to 
Biloxi. Officers of the association are: 
Owen T. Palmer, Gulfport, president; 
H. W. Watson, Lexington, vice-presi- 
dent; Ramsey Roberts, Jackson, secre- 
tary and treasurer. 
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PENNSYLVANIA INSURANCE 
DAYS 


PHILADELPHIA, Feb. 9.—As an evi- 
dence of the fact that the York insur- 
ance, agents plan to make the 1931 
Pennsylvania Insurance Days, which 
will be held May 28-29 at the Hotel 
Yorktown, York, one of the finest con- 
ventions ever held in Pennsylvania, a 
representative group of agents met at 
the call of Walter G. McBlain, former 
president of the Insurance Federation 
of Pennsylvania, at the Chamber of 
Commerce, York, last week to organize 
and formulate plans for the Days. 


Those in attendance included Wal- 
ter G. McBlain, Urban S. Bond, of 
La Motte & Bond; Walter M. Graham, 
Continental - American; Byron Culp, 
Jessop & Culp; C. P. Gnau, Standard 
Accident; Alvin Hocke, Dellinger & 
Hocke; Charles K. Kerr, Jr., Farmers 
Fire, and Lester Bentz, Metropolitan 
Life. 


AETNA’S MISSISSIPPI SPECIAL 


The Aetna (Fire) Insurance Com- 
pany has announced today the appoint- 
ment of Henry L. Hinson as special 
agent in Mississippi. Mr. Hinson is 
a native of North Carolina. As special 
agent for Mississippi, Mr. Hinson will 
have his headquarters with State 
Agent Isham Beard, at Jackson, Miss. 


33 


DALLAS COMPANIES MERGE 


DALLAS, TEX., Feb. 10.—The Gulf 
and the Utility Insurance companies, 
both with home offices at Dallas, have 
merged under the name of the Gulf 
Insurance Company, it is announced 
by T. R. Mansfield, secretary. The 
consolidation of the two companies 
gives the Gulf assets of more than 
$4,600,000, a cash surplus of $1,500,000 
and a capital stock of $2,150,000. It 
is claimed this is the largest Texas- 
owned fire ipsurance company. 

The Gulf in the past has handled 
fire and tornado insurance. The Util- 
ity has handled, in addition to those 
lines, all kinds of automobile coverage. 
The new company will handle the auto- 
mobile lines. G. G. Sheerin, former 
president of the Utility, is a member 
of the board of the Gulf and is in 
charge of the automobile department. 
G. W. Jalonick is president of the 
merged companies. 

Secretary Mansfield says the premi- 
um income for the Gulf in 1930 was 
more than $700,000, which was $100,- 
000 above that of 1929. He declared 
additional business brought by the 
merger should make premiums in 1931 
pass the $1,000,000 mark. 


OHIO FARMERS INSURANCE CoO. 

The annual statement of the Ohio 
Farmers Insurance Company, LeRoy, 
Ohio, shows that as of Dec. 31, 1930, 
its admitted assets were $4,960,181, 
which include: Government, municipal 
and other bonds, $781,672; bank and 
other stocks, $1,102,854; loans, $1,430,- 
997; real estate, $513,920; interest, 
due and accrued, $71,273; cash in 
office and banks, $560,970; uncollected 
premiums, not overdue, $415,745; due 
from other insurance companies, $82,- 
748. The company has a surplus to 
policyholders of $1,401,298. It was 
organized in 1848 and it owns and 
operates the Ohio Farmers Indemnity 
Company. 


MISSOURI BILL NOT FAVORED 


The Insurance Committee of the 
Missouri House of Representatives has 
voted to report unfavorably the bill 
presented by James T. Blair, Jr., and 
designed to give the State control over 
refunds of excess premiums charged 
for all forms of insurance in Missouri. 

The measure, known as House Bill 
No. 24, is said to be sponsored by the 
Missouri Insurance Department and 
while primarily intended to reach the 
$14,000,000 in refunds due under the 
Hyde 10 per cent reduction order of 
October, 1922, on fire, hail, tornado and 
lightning, the bill is so worded it would 
apply to any and all forms of insur- 
ance. 
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In One Mans Lifetime 


In 80 years Des Moines has grown 
from a small village of 500 inhabitants 
to a thriving manufacturing city of 
160,000 people. Little more than the 


span of a man’s life has passed since its 
founding. Yet that period has been suf- 
ficient for its products to become known 
and used in every civilized country and 
for Des Moines to achieve a command- 
ing position among the progressive cities 
of America. 


Des Moines produces a more varied 
line of products than any other city of 
equal size. Every year 400 factories turn 
out $100,000,000.00 value of manufac- 
tured products ranging in size from lip 
sticks to threshing machines and in vari- 
ety from aspirin to cement. These fac- 
tories employ 10,000 people and pay 
them over 14 million dollars annually 
in salaries. 


Its commanding location in the cen- 
ter of lowa and a great system of rail- 
road lines and highways radiating in 
every direction has established Des 
Moines as the industrial, commercial, 
political, social, financial and govern- 


mental center of America’s greatest food 
producing state. 


As an insurance headquarters, Des 
Moines is outstanding. Often referred 
to as “The Hartford of the West,” Des 
Moines is the Home Office of 46 in- 
surance companies with approximately 
four billion dollars of insurance in force 
and writing virtually every type of in- 
surance. There are 5,631 people directly 
engaged in some form of the insurance 
business, representing about 22,500 de- 
pendent upon insurance for their live- 
lihood. In addition to the home com- 
panies there are 70 nationally known 
insurance companies’ represented § by 
General Agencies or District Offices and 
93 other Agencies. 


In keeping with the Companies’ policy 
of establishing full functioning branch 
offices in the most centrally located 
points, Union Indemnity Company and 
New York Indemnity Company have 
selected Des Moines as headquarters for 
their JIowa-Nebraska office—a fitting 
addition to the Companies’ fourteen 
service branches in the key cities of the 
United States. 














IOWA 
FIRST 


in value of farms. 

in value of livestock 
on farms. 

in value of eggs 
produced. 

in value of chickens 
produced. 

in corn harvested. 

in oats harvested. 














Union Invemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC 


Detroit Life Insurance Company 

Union Title Guarantee Company, Inc. 
Bankers & Merchants Fire Insurance Company 
UNION INDEMNITY BUILDING, ‘NEW ORLEANS 


New York manly Company 


Iowa Fire Insurance Company 
La Salle Fire Insurance Company 


Union Title and Trust Company, W. B. P. 
100 MAIDEN LANE, NEW YORK 
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Yale Economist Favors 
Job Insurance 





Dr. Royal Meeker Outlines 
Three Important Economic 
Steps to Aid Relief Plans 


BY A STAFF WRITER 

New HAVEN, CONN., Feb. 7.—Dr. 
Royal Meeker, associated with Profes- 
sor Irving Fisher, famous economist at 
Yale, believes in unemployment insur- 
ance. In an interview with - staff 
representative of THE SPECTATOR last 
week, he declared that unemployment 
insurance would have two important 
beneficial results. He thinks the estab- 
lishment of such insurance would, first, 
act as a preventive measure against 
future crises of unemployment, and 
second, that unemployed’ workers 
would be cared for systematically, and 
therefore much better and less expen- 
sively than at present under the ex- 
isting American Dole method. 

Doctor Meeker, however, is of the 
opinion that business and_ political 
leaders of the country must consider 
three other important policies before 
unemployment insurance should be 
enacted. 

First, he declared, production in all 
industry would have to be reorganized 
and stabilized to produce to meet and 
not exceed carefully estimated con- 
sumption requirements. 

Second, the value of money; that is, 
its buying power must be stabilized. 
He said that money is the most im- 
portant commodity in the world, since 
fluctuations in the value of the dollar 
affect the price of every commodity. 
A small beginning has been made 
toward money stabilization through the 
control of bank credit by central banks 
and especially the Federal Reserve 
System, but this policy must be greatly 
strengthened and extended before it 
will be effective to prevent business 
oms followed by business crashes. 

Indispensable to the setting up of 
a successful unemployment insurance 
system, is the establishment of a com- 
plete country wide system of public 
mployment offices, preferably under a 
Federal-State-Local system. These em- 
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Century Indemnity Will 
Increase Reserves 





Ralph Ives Announces Plan to 
Add $50,000 to Capital, and 
Half Million to Surplus 





HARTFORD, CONN., Feb. 10.—The 
capital of the Century Indemnity Com- 
pany, youngest of the Aetna Fire 
Group, will be increased $50,000 and 
$500,000 will be added to surplus, it 
was announced this week. President 
Ralph B. Ives, at the annual meeting 
of the Aetna Insurance Company this 
week, told stockholders that the rapid 
growth of the Century necessitated the 
building up of reserves. 

He spoke of the progress of the 
National Automobile Underwriters As- 
sociation, organized during the year, 
and said that the plan suggested pos- 
sibilities for a similar organization in 
the fire and casualty field. 


ployment offices would serve as local 
administrative offices for the registra- 
tion of the unemployed by districts and, 
perhaps, for the distribution of unem- 
ployment benefits. 

Unless these three major problems 
are solved, efforts toward the relief of 
unemployment by insurance are doomed 
to failure, which would be a calamity, 
as the insurance principle is just as 
applicable to the disease of unemploy- 
ment as it is to any occupational dis- 
eases or traumatic disabilities, Doctor 
Meeker believes. 

Doctor Meeker is a labor expert, and 
prior to his association with Professor 


Fisher at Yale was a professor in 
Princeton University, was United 
States Commissioner of Labor Sta- 


tistics, Director of Research Division 
in the International Labor Office at 
Geneva, and Secretary of Labor and 
Industry in Pennsylvania under Gov- 
ernor Pinchot. He has made many 
studies on labor conditions and is an 
authority on the subject of unemploy- 
ment relief and prevention. 

If unemployment insurance becomes 
a reality in this country, says Doctor 
Meeker, “it will tend to smooth out 
the ups and downs of business.” 





Ray Yenter To Head 
Federal Surety 





lowa Commissioner May Assume 
New Post in Few Weeks; Col. 
French to Head Board 


DES MOINES, IowA, Feb. 9.—Col. Ray 
Yenter, at present State Insurance 
Commissioner, has been offered and has 
accepted the presidency of the Federal 
Security Company, Davenport, an- 
nouncements say. This information was 
given out by Percy F. Biglin, vice-pres- 
ident and treasurer of the concern. 

It is understood that Mr. Yenter will 
tender his resignation as Insurance 
Commissioner in the next few weeks. 
His term of office expires July 1, at 
which time the newly appointed com- 
missioner, Senator W. W. Clark, of 
Mason City, would have succeeded him. 
It is probable that if Mr. Yenter re- 
signs Mr. Clark will be appointed to 
the vacancy, which would mean that he 
must resign his seat in the State Senate 
if the vacancy occurs before adjourn- 
ment May 1. 

Other changes in the officiary of the 
Federal Surety places Col. G. Watson 
French, of Davenport, at the head of 
the board of directors, to succeed Ira 
Schiller, of New York. 

The Federal Surety on Feb. 5 ceased 
operating as a direct underwriting com- 
pany and henceforth will do only a re- 
insurance business. The head office of 
the company will remain in Davenport 
instead of moving to New York, as pre- 
viously announced. It was organized in 
1919 by prominent citizens of Daven- 
port. 


HOME ACCIDENTS DECREASE 

BALTIMORE, Mp., Feb. 7.—Deaths 
from accidents in Baltimore homes 
during 1930 showed a slight decrease 
ever 1929, according to a report of 
the Baltimore Safety Council. Last 
year’s fatalities totaled 135 as com- 
pared with 144 in 1929. 

A majority of the victims were small 
children and aged persons, the report 
revealed. Most of the accidents were 
due to falls, while burns, scalds and 
explosions, collectively, claimed the sec- 
ond largest number of victims. 
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Power Plant Print Shop Garage 





Club House 


To Agents and Brokers— 


lways the management of this company 
has felt and acted on the principle that the 
only true source of continuous success is to 
be sought in your deserved confidence. 


Administration Building 


Maryland Casualty Company 
Baltimore 


Casualty Insurance Bonding Lines 
















































Guardian 
Gives BIG VALUE 
for the Automobile 
Insurance Dollar 


That is one reason why its Participating 
Policies are popular with motorists. 


That is one reason why its franchise is 
sought by more and more insurance 


ALL RISKS FUR INSURANCE 


Rate $2.00 per $100—Minimum Premium $8.00 
Also 


GENERAL COVERAGE POLICY 


Rate $2.00 per $100—Minimum Premium $2.00 


applying to articles or garments of Fur, Cloth or Leather 
against all risks of Fire, Lightning, Burglary, Holdup, Theft and 
Transit risks, in the home or elsewhere in United States and 


agents annually. 
Agencies open in eighteen states. 


Claims service established throughout United 
States and Canada. 


> 
GUARDIANYCASUALTY 


COMPANY — 


OWEN B. AUGSPURGER, President 


Home Office: Buffalo, N. Y. 


A. F. SHAW & CO., INC. 


insurance Exehange 75 Maiden Lane 
Chicago, 11. New Yerk City 


General Agents—All Risks Department 








































Saint Pau! Fire & Marine insurance Co. 
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Decide Liquidation of Darby 
Day Units 





Chicago Fidelity and Casualty 
and Darby Day Investment 
Corp. in State Hands 


CuicaGo, Feb. 10.—Liquidation of 
both the Chicago Fidelity and Casualty 
and its fiscal agent, the Darby Day 
Investment Corporation, by Alvin S. 
Keys, manager of the State insurance 
liquidation bureau, has been decided 
upon by counsel in the case in the 
interest of economy. 

According to law, the insurance com- 
pany must be turned over to the State, 
and Attorney General Carlstrom has 
intervened in the suit brought by the 
Federal Surety and the International 
Re-Insurance, to this end, but there is 
no obligation to turn the investment 
company over to the State. However, 
counsel for the Federal and the Inter- 
national have agreed that closing up 
of the estates would be simplified if 
Mr. Keys was placed in charge of both. 

Judge William J. Lindsay was so 
informed on Friday of last week, but 
on his own motion he postponed ac- 
tion on the petition for receivership 
until Tuesday of this week. Receiver- 
ship for the insurance company is con- 
sidered certain, but it is known that 
Judge Lindsay objects to the fact that 
the liquidation law specifies who the 
receivers shall be, and for this reason 
might object to turning over an out- 
side estate to the State liquidation 
bureau. 

G. C. Rockwood, vice-president of 
the Continental Indemnity Company, 
who previously had operated the Con- 
tinental Auto Insurance Underwriters, 
the business of which was turned over 
to the Day company, caused some sur- 
prise last week when he asked the State 
liquidation bureau to close out his 
reciprocal. It was believed that he 
would revive his reciprocal, but he 
expressed the opinion that so much of 
its business had been written off and 
so many of its agents had been lost 
following the Darby Day crash, it 
would be better to close it out. 


\uto Underwriters for Texas Receiver 


DALLAS, TEX., Feb. 9.—Receivership 
or Automobile Underwriters Insur- 
ance Company of Dallas was ordered 
by Judge J. D. Moore, of Austin, fol- 
lowing the filing of a suit by the At- 
torney General’s office against the com- 
pany, alleging insolvency. O. Currin, 
f Dallas, was named receiver. Judge 
loore also granted temporary injunc- 
‘ion restraining company from engag- 
ng in further business. 
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Senator Wagner’s Measure 
Is Advanced 





Resolution Proposes $50,000 Fund 
to Finance Study of Unem- 
ployment Insurance 


WASHINGTON, D. C., Feb. 10.—Plans 
for an investigation of unemployment 
insurance systems were advanced a 
step last week when the Senate Com- 
merce Committee voted on February 5 
to make a favorable report on the 
resolution presented by Senator Wag- 
ner of New York. As the resolution 
provides for an appropriation of $50,- 
000 for the work, it will be necessary 
to secure the approval of the Com- 
itee on Audit and Control of Contin- 
gent Expenses before the measure can 
be acted upon by the Senate. The in- 
vestigation would be made during the 
coming summer, so that a report could 
be rendered to the Senate when Con- 
gress convenes in regular session next 
December. 

The scope of the inquiry would cover 
a general study of the unemployment 
insurance systems in use by private in- 
terests in the United States and by 
various foreign governments with a 
view “to determining the manner in 
which such systems were instituted and 
are now being operated; the costs in- 
volved and the results achieved under 
each such system; the relief, if any, 
afforded by each such said system dur- 
ing the economic depression of 1930; 
the condition of such said systems on 
July 1, 1931, with particular regard to 
the manner in which they survived the 
economic depression of 1930, and the 
relative State, Federal or private re- 
sponsibility in connection with any such 
systems,” 


W. F. MARQUARDT APPOINTED 


James W. Brushwood, executive vice- 
president of Consolidated Indemnity 
and Insurance Company announces the 
appointment of William F. Marquardt 
as Comptroller of the Company. 

Mr. Marquardt has been with the 
company since April 1, 1930 and has 
had an extensive training in diversified 
accounting both of practical and theo- 
retical nature for the past 12 years. 
This includes many phases of insur- 
ance, budget operating and financing 
as well as production and production 
methods. 


had invested $300,000 in stock of 
Liberty Insurance Company, Dayton, 
Ohio, which recently went into re- 
ceiver’s hands. The concern is capital- 
ized at $350,000 and operates in ten 
States. 
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General Indemnity Buys 
General C. & S. 





Rochester Insurance Concern 
Adds General Casualty and 
Surety Business to Books 


RocHESTER, N. Y., Feb. 7.—Walter 
L. Todd, vice-president of the General 
Indemnity Corporation of America, 
announced the purchase of a majority 
interest in the General Casualty & 
Surety Company of Detroit. The busi- 
ness of the two companies is to be 
combined with headquarters in Roch- 
ester. The original office of the Gen- 
eral Casualty & Surety Company at 
Detroit will be maintained as a branch 
office. 

The present officers of the General 
Indemnity Corporation of America 
are: President, W. Roy McCanne, also 
president of the Stromberg-Carlson 
Telephone Manufacturing Company; 
vice-president and general manager, 
H. F. Witzel, formerly vice-president 
of the General Reinsurance Corpora- 
tion of New York; vice-president, 
Walter L. Todd, also vice-president and 
general manager of The Todd Com- 
pany; treasurer, George W. Todd, also 
treasurer of The Todd Company; vice- 
president, G. J. Tuttle; secretary, Wal- 
lace I. Miller. 

The General Indemnity Corporation 
of America, licensed to operate in 44 
States, will now have resources of over 
$3,500,000. With this new acquisition 
it has added to its lines of forgery in- 
surance, those of the general casualty 
and surety field, which it will continue 
to write at manual rates. 

The company was organized in 1914 
primarily for the purpose of provid- 
ing indemnity for users of check writ- 
ing and check signing equipment. As 
originator of check alteration insur- 
ance, it soon included the writing of 
Forgery Bonds, covering all forms of 
check forgery and alteration fraud. 

The General Casualty & Surety Com- 
pany of Detroit was organized under 
its present name in 1917, and has be- 
come one of the leaders among casualty 
companies in the Middle West, writing 
general casualty and surety lines. It 
will make an important contribution to 
the growth of the General Indemnity 
Corporation of America. 


J. P. GIBSON ON WESTERN TRIP 


J. P. Gibson, Jr., manager of Excess 
Underwriters, Inc., is now on an ex- 
tensive trip through the Middle West. 
For the time being, his headquarters 
will be the Union League Club at 
Chicago. 

This trip is in preparation for an 
extensive European trip which Mr. 
Gibson is expected to take during the 
month of March. 
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Annuities Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 


Guaranteed Guaranteed 
Benefits Low Cost 

















625,852 PROSPECTS 


received advertising letters in first nine months of 1930 


$36,210,101 of Business 


sold on lives of “advertised” prospects in same period. 








BANKERS LIFE COMPANY 


Gerard S. Nollen, President 


Established 1879 Des Moines, Iowa 
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The Rewards of 


Consistency 


the business takes care of him. Life insurance 

field work is a business, and subject to the prin- 
ciples of general business. Those who achieve in 
this work are those who give it their undivided and 
full thought and effort. Isn’t this merely natural 
and logical? 


I A BUSINESS MAN takes care of his business, 


Life insurance field work under satisfying condi- 
tions is a career giving opportunity for achievement 
and profit according to ability and undivided effort. 
THE MUTUAL LIFE INSURANCE COMPANY OF NEW 
YorK affords such conditions to its field workers. 
Life insurance in all standard forms, annuities, dis- 
ability and double indemnity benefits, prompt and 
equitable dealings, and facilities for serving policy- 
holders in practical ways combine to make its agency 
force successful. 


Earnest-minded men and women of character and 
ability contemplating a career in full-time field work 
are invited to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 


an 
Manager of Agencies 














BALTIMORE 


America Insures Itself 


An enlightening new Hand Book containing Valuable 
Information as to Life Insurance for Agents, Busi- 
ness and Professional men 


By MORRIS PIKE, LL.B., BS. 


N the informative work entitled America INSURES IT- 
I SELF, Mr. Pike deals with the important subject of life 








insurance in a manner which appeals to agents and 
laymen, lawyers and medical men by the clearness and 
lucidity with which life insurance and its uses are 
described. 

AMERICA INSURES ITSELF has met with a prompt and 
appreciative response from the above classes of business 
and professional men. It has been aptly described as “a 
popular and clear exposition of the principles underlying 
life insurance—and of the various angles of the business 
in an easy, flowing style, so that he who runs may read,” 
and also, as “a thorough book, a good book and one that 
is easy to read.” Companies would find it an admirable 
general handbook for their agents; to the public it should 
appeal as making plain many of the methods and plans 
of insurance as well as other points of interest which 
arise in connection with the subject. 


Price, per copy, $3 
Discount in Quantities 


THE SPECTATOR COMPANY 





Division of United Business Publishers, Inc. 
NEW YORK CHICAGO BOSTON NEW ORLEANS 
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Strength Shown in Western 
Insurance Co.’s Report 





Gains Made in Assets, Volume, 
Surplus, and Income; Growth 
Shows Diverse Interests 





The Western Insurance Companies 
of Fort Scott, Kan.—the Western Cas- 
ualty and Surety Company and the 
Western Fire Insurance Company—of 
which Ray S. Duboc is _ president, 
showed substantial gains during the 
year. The combined assets of the two 
companies gained $410,878; premium 
income gained $705,765, amounting to 
a total of $2,319,526 before deducting 
reinsurance of $176,505. Gain in sur- 
plus was $46,453. During the year the 
two companies paid out in dividends 
$150,000. Taking the statement of the 
Western Casualty and Surety Com- 
pany, its assets are given as $2,973,- 
411, classified as follows: Government 
bonds, $368,301; county, school and 
municipal bonds, $653,865; public util- 
ity bonds, $197,200; miscellaneous 
bonds and stocks, $1,272,869; accrued 
interest, $26,327; cash, $144,394; pre- 
miums in course of collection, $310,- 
454. The capital ‘is $750,000, surplus 
$504,666, making surplus to _ policy- 
holders $1,254,666. The assets of the 
Western Fire Insurance Company were 
$1,473,210, in detail as follows: Gov- 
ernment bonds, $166,730; county, school 
and municipal bonds, $139,556; rail- 
road bonds, $336,240; public utility 
bonds, $126,050; miscellaneous bonds 
and stocks, $544,400; accrued interest, 
$16,459; cash, $57,480; premiums in 
course of collection, $86,294. The capi- 
tal of the company is $500,000, surplus 
$541,769, making the surplus to policy- 
holders $1,041,769. The Western In- 
surance companies were first well 
known as an automobile insurance in- 
stitution. Recent years have seen 
great strides in diversifying their in- 
terests and the classification of pre- 
miums received during 1930 well shows 
this. Other premium income included 
the following: Inland marine, $2,856; 
burglary, $20,451; plate glass, $21,208; 
bonds, $27,362; public liability, $44,- 
003; tornado, $45,469; workmen’s com- 
pensation, $74,060; automobile fire and 
theft, $259,533; general fire, $321,205. 


F & D HAS RECORD MONTH 

BALTIMORE, Mp., Feb. 7.—Net pre- 
miums of $1,300,987, written by the 
Fidelity and Deposit Company of 
Maryland during January, established 
a new high record for a single months’ 
business, exceeding the same month 
last year by $29,576 and January, 
1929, the biggest previous month in 
the company’s history, by $16,038. 
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F. W. DODGE REPORTS INCREASED 
BUILDING ACTIVITY 


January reports indicate renewed 
activity for the building industry, ac- 
cording to F. W. Dodge survey of con- 
tracts awarded during the month. 

Three of the thirteen Dodge terri- 
tories show gains over both January 
of last year and over December, 1930. 
Three additional territories show gains 
over December and one shows a gain 
over January, 1930. 

The St. Louis, Kansas City, and New 
Orleans territories contributed a com- 
bined gain of $6,583,800 in favor of 
January of the year just started, with 
the Kansas City region leading by $2,- 
983,800 over January, last year. 
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Although a drop of about seventeen 
million dollars in the New York metro- 
politan area is found in total contracts 
awarded in January, 1931, as against 
January, 1930, residential building, 
which is expected to lead the way to 
returned prosperity, shows an increase 
of 18 per cent. 


In the thirty-seven States east of 
the Rockies, the total contracts awarded 
for new buildings during the past 
month amounted to $227,956,400 as 
compared with $323,975,200 for the 
first month of last year. Public works 
and utilities lead in this total with 
$95,211,100. This class is followed by 
non-residential with $78,370,800 and 
by residential with $54,375,500. 


(MOVING DAY) 
just around 


the corner.... 
Arrange NOW 


for your new 


OFFICES 
and avoid that 
last-minute, bus- 
iness-upsetting 
turmoil. 


Inspect TO-DAY the 


magnificent floors in 


116 JOHN 


NEW YORK CITY 


Located, Planned and Built to 
Provide BETTER Offices for 
INSURANCE INTERESTS 


Our representative on the premises 
will gladly show you through 


Charles F. NoyesCompany,|nc. 


AGENT 


225 Broadway BArclay 7-2000 
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Even in 1930 * Modern 


Life Insurance 


The Provident Mutual since 1845 
Moved Ahead! 


NEW INSURANCE paid for in 1930 totaled 


$122,176,600, an increase over the 1929 total. 





* The Company has, by its retro- 
active principle, kept every 
INSURANCE IN FORCE passed the Billion policy, regardless of date of issue, | 
Dollar mark, increasing to $1,015,616,000 at the up-to-date in every possible re- 
end of 1930. spect. 


Policyholders’ dividends for 1931 will be on 
the same liberal basis used in 1930, and the 
amount set aside for this purpose, $7,635,000, is The 


the largest in the Company’s history. 
Mutual Benefit 
I itera 4: erence a ee $245,650,000 ° 
ain ger ee _ Life Insurance Company 
Liabilities, including dividends set 


aside for the year 1931] 227,299,000 Newark, New Jersey 
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Contingency Reserves ........... 18,351,000 


Prov i d ent “Mu tu al THE WOMAN’S BENEFIT ASSOCIATION 
Largest Fraternal Bene. Society Composed Exclusively o 
Life Insurance Company of Philadelphia ree cen 2 sate 











| ‘Founded 1865 WOMEN DEPUTIES WANTED 








Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 
| Total Funds Over ..... ... $29,000,000 











Benefits Paid Since Organization over... $39,500,000 
For further information write to 


“We want 2,000 copies... | BS mann Bawa 


Bina West Miller Frances D. Partridge 
wlT WILL BE OUR OFFICIAL TEXTBOOK!” Supreme President Supreme Secretary 

















O wrote the official of 
a large life insurance 


company after reading 
LIFE Walter Cluff’s new book 
UNDERWRITING | on Life Underwriting 
EFFICIENCY Efficiency, which has just 


come off the press. 


WALTER CLUFF’S 


course of study in 


; Now ready 
in book form Based upon the experi- 
ences and experiments of 


Send for this many years educational 


direction of thousands of 


Book today. life agents this book is 
Your money (er ite nurse 


insurance 


back if you sales manual ever devel- INSURANCE COMPANY 
don "t profit Des Moines, Iowa 


' THE INSURANCE FIELD 


byreadingit! | i's: 
! - ' || Paid to Policyholders $31,000,000.00 


Insurance in Force, Over... $146,507,221.00 
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STANDARD SURETY APPOINTS 


The Standard Surety and Casualty 
Company of New York has announced 
the appointment of Knoop and Marxer, 
Inc., as general casualty and surety 
agents in Saginaw, Mich. The officers 
of the agency are E. H. Knoop, presi- 
dent, and Frank Marxer, secretary and 
treasurer. James O’Neill heads the 
legal and claims department of the cor- 
poration, and Russell P. Heindel has 
supervision over the underwriting. Be- 
cause of an increase in business and 
personnel the agency has moved into 
larger quarters on the ground floor of 
the People’s Building and Loan Build- 
ing, Saginaw. 


GEORGE NAUGHT SPEAKS 


Influences which affect bank employes 
and lead to dishonesty was the sub- 
ject of an address on “Black and Red 
Figures” delivered recently before a 
meeting of the New York City Bank 
Comptrollers and Auditors Conference, 
by George L. Naught, vice-president 
and general counsel of the American 
Surety Company. 


W. J. O°; DONNELL CELEBRATES AN 
EVENT 

William J. O’Donnell, secretary of 
the automobile department of the 
Aetna Casualty and Surety Company, 
recently celebrated his twenty-fifth 
anniversary with the Aetna. Mr. 
O’Donnell’s desk was adorned with 
numerous bouquets and floral baskets, 
the gifts of the entire personnel of his 
department and other business friends 
and acquaintances in Hartford and in 
the field. In the evening the division 
heads of the automobile department 
entertained Secretary O’Donnell at a 


dinner at the Farmington Country 
Club. 
Secretary O’Donnell was born in 


Hartford and joined the Aetna in 1906, 
his first position being that of general 
clerk in the accident and liability de- 
partment. 

He is a member of the governing 
committee of the automobile depart- 
ment of the National Bureau of Casu- 
alty and Surety Underwriters as well 
as the governing committee of the 
Massachusetts Automobile Rating and 
Accident Prevention Bureau. 





EARLY REPORTS OF CASUALTY AND SURETY COMPANIES AS OF DECEMBER 31, 1930 


4) 


ST. LOUIS BANK MAY RECOVER 


STOLEN SECURITIES 


It is unofficially reported that nego- 
tiations are in progress concerning the 
recovery of approximately $822,000 
worth of securities taken from a safety 
deposit vault of the Grand National 
Bank in St. Louis, Mo., last May. If 
the negotiations are successful the 
stocks and bonds will be delivered to 
the bank within the next several days 
upon the payment of a_ substantial 
reward offered some months ago. 

Since the robbery some of the hold- 
ers of looted safety deposit boxes have 
filed suits against the bank on the 
grounds that it was negligent. It is 
reported that most of the owners of 
the missing securities have agreed to 
dismiss their suits and to bear the 
cost of a 15 per cent charge to cover 
the amount of the reward. 

The stocks and bonds will be de- 
livered to a St. Louis bank for the 
Fidelity & Deposit Company of Mary- 
land to be keld in escrow until all of 
the parties to the negotiations have 
been compensated for their work in 
the recovery of the missing securities. 


THE FOLLOWING FIGURES FROM THE STATEMENTS OF CASUALTY AND SURETY COMPANIES HAVE BEEN COMPILED FROM RETURNS MADE DIRECT TO 
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| 
: Total | Losses Paid| Dividends | Dividends | Manage- 
Capital Admitted | | _ Net (Including | Paid to Paid to ment Total 
NAME AND LOCATION OF COMPANY Stock Assets | Net Premiums Total Adjustment} Stock- Policy- Expenses | Disburse- 
Paid Up | Jan. 1, ‘931 Surplus Written Income Expenses) holders holders Paid ments 
Abraham Lincoln Life Ins. Co., Sp eet, Ii. $200, 000/*$3,516,155| *$176,645| $442, 186|*$1,455, 142) $169,665 $12,000} None $313, 238) $1, 206, 797 
\merican Casualty Co., Reading, P ‘te ee 1,000,000} 3,875, 327| 738,841; 2,000,198} 2,198,510) 1,234,059 150,000)..... nr 857,907| 2,274,058 
Augusta Mut. Plate Glass Co., y ober Maine Mutual 21/016! 16,174 8,398 9,743 aids chews an 1, 238 4,684 9,100 
Century Indemnity Co., Hartford, Conn... 1,200,000} 6,891,049 360,148) 6,290,327) 7,396,286) 3,629,195) None one 6, 546, 365 
Clergy Casualty Co. of "Amer., Omaha, Nebr... None 126, 241 4,682 121, 295 29, 164 111,471 None None 13,011 124,482 
Columbia Casualty Co., New York City. 1,000,000) 7,381,579} 1,211,496) 4,641,576) 7'5,933, 405 3, 102, 68 None None 2,597,939] 5,231,934 
Columbus Mutual Life Ins. Co., Columbus, Ohio. . 500,000} 19,000,522) 1,170,524 303,739} *6,095, 196 195, 633 u u 22,164) *3,869,343 
Consolidated Taxpayers Mut. Ins. Co., Brooklyn, “* tt 254,41 35,726 155, 948 163,924 31,197 So a Apacis te face 65,831 97,028 
Constitution Indemnity Co. . Philadelphia, Pa. 1,250,000} 4,502,996) 1,091,412) 2,035,846) 3,743,399) 1,915,271 46,881 vivant aie 664,036; 3,311,033 
Contractors Casualty Co. of Missouri, St. Louis, Mo 200, 318,909 58, 47,016 61,112 26, 287 12,000 4,351 16, 655 59, 293 
Employers Ins. Co. of Ala., Inc., Birmingham, Ala 100, 000 276,711 75, 308 156, 502 169, 198 85,975 7,500 33, 81, 153 167, 128 
Factory Mut. Liab. Ins. Co. of Amer., Providence, jo 250,000) 5,223,705) 2,576,733) 2,027,572) 2,257,086 621, 854 Tapes’ 700, 168 264,368} 1,586,391 
Federal Casualty me Milwaukee, Wis. ; : u 11,734 9,065 32, 702 33,632 10,914)... Eee 22,068 32,981 
Great Western Ins. Co., Des Moines, Ia. 250, 000 964, 215 125, 000 786, 179 840,951 353, 680 35, 000 None 84,577 810, 022 
Guaranty Life Ins., Savannah, Ga... 100, 000 187,345 29,037 291,343 307, 108 124,275 SS eer 180, 031 305, 157 

Hardware Mutual Casualty Co., Stevens Point, Wisc. Mutual 4,031, 266 687,988} 4,037,352) 4,223,472) 1,788,201 None 961, 088 1865,046) 3,719,295 
Home PI ( PI Glass Ins. Co. of the City of Wash., Wash., D.C.. 30,000 88,021 52,804 9,336 14, 261 2,421 3,600 a Cree 4 11,963 
Income Guaranty Co., South Bend, Ind.. ; 124, 100 235,217 46, 054 328,947 340, 450 154, 625 None None 160, 102 314,727 
Indiana Travelers Assn. Indianapolis, Ind. Mutual eae 5 104, 453 55, 232 ot . eh 52, 188 107,419 
Inter-Insurance Exchange of the Chicago, Chicago, Ill. ‘ 4,975,855| 2,742,766] 3, 984,143) 4,251,391) 1,461,994 L. 798,030} 1,163, 3,918, 651 
Inter-Ocean Casualty Co., Cincinnati, Ohio......... "200, 000 572, 008 73,201} 1,527,371) 1,622,532 755, 332) SRB 6020 147,019] 1,740,830 
Kansas Ba nkers Surety Co., Topeka, en SIP 318, 250 572,800 162,029 ~ 544) _ 310 77,170 19,095 32,806 _ 767 
Liberty Sur ety Bond Ins. Co., Trenton, N. J.....- 845,633} 1,575,420 221, 269 u u u u 

Masonic Casualty Co., Boston, eee ‘ aia 222,347 170,878 110, 168 114,975 , 682 cekhonenee ann 103,803 
Massachusetts Protective Assn., Worcester, Mass. . 1,000,000} 8,753,107) 1,548,634) 8,702,591) 9,162,724 5,297, a 100, 000 None ; 8,443,995 
Michigan Surety Co., Lansing, Mi Vee : 296,792 788, 098 287,079 155, 475 189, 446 10,808). . . F 141,497 
Midwest Life & Casualty, Topeka, Kans........ None 67,724 52, 146 117,722 123, 088 44. iB None 406 18, 044 113, 661 
Minnesota Protective Assn., Madelia, Minn... . ; 14, 742 u 5,861 6, 403 "340 wes 3,270 4,610 
Motor Indemnity Assn., South Bend, Ind. » . 366, 729 298 , 233 155, 957 177, 346 157, 593 18, 067 183, 262 
National Protective Ins. Assn., Kansas City, ‘Mo.. Association 76, 566 19, 087 522,334 525,045 i a 375, 188 528, 464 
National Surety Co., New York atta Sats 15,000,000} 44,301,492) 8,667,112] 18,085,158) 20,589,644) 11,602,120} 1,500,000 8,961,953] 24,199,717 
Nevada Surety and Bonding Co., Reno, Nevada... 250, 000 347,018 74,303 39,943 60,006)... 5,000)... 6, 000 19, 865 
Northern Mutual Windstorm Ins. Cadillac, Mich.. None i 1,539 584 326] None None 130 456 
Northwest Casualty, Seattle, W 200, 000 766, 677 178, 126 400, 688) 450, 035 299,714 12,000 178, 066 98, 498 620,905 
Pan American Life Ins. Co., ee Orleans, La. 1,000, 000/§24,871,954| cl, 247,823 99,534 134, 366 52,130)... : ‘ 90, 195 142,325 
Reliable Automobile Ins. Assn., South Bend, Ind... . % 187, 050 54, 086 ™ 583 254, 983 150, 673 136, 618 287,291 
Richmond Beneficial Ins. Co., Richmond, V ae 25, 000 274, 537 6238,711 450, 161 217,943 6, 250 205, 459, 958 
Ridgely Protective Assn. 'zBosto pale ainteatea pak 1, 103, 839 1, 141,875 656, 893 50,000)... 461,753} 1,220,932 
Southern Fidelity and Surety Co. Durham. » &.. 76, 100 "128, 218 40,429 11,949) 17,570 3,016 F a 17, 138 27,299 
State Cyclone Ins. Co., Lapeer, Mich... _ : 231, 196, 294 37, 253 441,037 307,051}. dcapemates 146, 641 453, 692 
Standard Surety & Car Co., New York. . 1,500,000} 4,027,543) 1,300,147) 1,381,433) 1,836,769 366, 928 ; 825,863} 1,192,791 
State Farmers ae Hail, Waseca, Minn. vi 47,208 39,874 184, 504) 153,892 80,836 9,691 87 56,579 147,194 
Travelers Health Ne Mutual 588, 143 553, 180 742, 660) 768,350}  494,934)....... : 156, 954 651, 
Union pote Ky ie. “Los fom, Calif 300,000} 3,803,0 343, 598 eo 235, 3,911, 113) 1,798, 648 None None 110,071) 3,240,836 
United States Casualty Co., N. Y. 1,500,000) 11,629,303) 1,505,415) 9,310,015) 9,951,192) 7,413,545 240,000)... of 3,531,013] 11,184,558 
(United States Fidelity & Guaranty — "Baltimore, Md... | 10,000,000) 65,204,982) 11,305,831) 41,073,732) 44,311,463) 26,228,268] 2,000,000)... | 16,459,660) 44,687,929 
Vermont Accident Ins. Co., Rutland, Vt... : 10,000 29,172 14, 190} 34, 702 36, 309 12,789 : ; 35,50 
Western Travelers Acc. Assoc. of Am., Los Angeles, Cal..|....... 192, 666 ; A Fee | 69, 198) 58,245 20,823 79, 068 
Wolverine Ins. Co., Lansing, Mich. a 200, 000! 669, 212 239,117 317, 941! 364, 587 190,779 17, 000| | 178, 932 395, 827 
Woodmen Accident Co., Lincoln, Nebr... None 1,594,225) 1,247,036) 1,160,165) 1,239,657) 786, 468 | 431,052; 1,217,517 

| | 











ment. expenses. c Life, 











u Unav: 


t Underwriting ex AW zeae excluding loss expense of $427, 359. 
i's *Including Life Dept. 








b Includes reserve 


ailable. 


z Reinsured by the Loyal Protective Insurance Co., Dec. 31, 1930. 
T Includes $1,000,000 surplus paid in cash in 1930. 





eE eas adjust- 
§ Life Dept. $24,793,713: A. & H., $78 
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STATE MUTUAL LIFE 
ASSURANCE COMPANY 
OF 


WORCESTER, MASSACHUSETTS 
SERVICE 


intelligent, sincere, thorough, permanent—the 
1931 measuring rod of successful life 
underwriting. 


i «CORPORATED 1844 
EIGHTY-SEVEN YEARS OF SERVICE 
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With This Growing Company 
Think of Des Moines Life and Annuity as a 


SIT PBT tN young man’s company—a company that is inter- 
| arowilaad ested in going somewhere—in helping its agents 
Ad RG BR \ to g ight along with it. Personal, friendly 
: A SS o grow right along . 
NSS home office interest—intelligent, always available 
NH AAAAG 

+ S » 


“A Life Insurance Company” 


having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 


(jeneral, ccident 


2). FIRE AND LIFE 





a: Or ¢ 
11-7, ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United Statos Mancger 
GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 





~Y 
SS N fleld help—modern policies—sales plans that really 
NN LOIN \ work All these are waiting for you with the 
\ NN NS : company of true co-operation. Write us, now. 
¥ \ . WXEL 
RQQXK SNS \ \\N QQ GG K] MW. S XG GG GG Qn SS 





FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 
Baltica Insurance Co., Ltd. 
Denmark 
Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 


General Agents Wanted 


Profitable territories now available in Florida, Vir- 
ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND 
ACCIDENT INSURANCE COMPANY 


of Chattanooga, Tennessee 


Life Accident Health Automobile Accident 


The Home Life Insurance Company 
of America 
Protects the Entire Family 


Home Life Agents are equipped to serve every need for 
protection. Modern policies are issued on both Industrial 
and Ordinary plans from birth to Age 65 next birthday. 
The Home Life sales-kit means a whole family of potential 
policyholders back of every door-bell. 

There Is a Home Life Policy for Every Purse and Purpose 
Over One Hundred Millions in Force 
Independence Square Philadelphia, Penna. 
(Interested in Replies from Pennsylvania and Delaware) 


ATLANTIC LIFE 
INSURANCE COMPANY 


Richmond, Virginia 


Honestly, It’s the Best Policy 


Maryland ! ! 


General Agency positions open at 


ROCKVILLE 
WESTMINSTER 


Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 
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